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Your automobile 
dealership is a highly 
specialized business. 
Naturally, your business 
insurance needs are 
specialized too. 


We realized this back in 
1922, the year we committed 
our business to offering 
automobile dealers the best 
protection possible for their 
business. And we've made 
that commitment stick. 

That's what makes 
Universal Underwriters The 
Specialists in Auto Dealer 
Protection. 

Universal's Unicover® is 
our very flexible protection 
package designed especially 


for automobile dealers. It can 
be tailored to a dealer's 
specific insurance needs. So 
when you call on The 
Specialist, we can diagnose 
your insurance requirements 
quickly and simply. You'll 
get the best coverage for your 
dealership, without buying a 
lot of coverage you really 
don’t need. And your 
insurance can be among the 
least of your business 
worries. 

Of course, you could buy 
business insurance from a lot 
of companies. But if you want 
Auto Dealer Protection — 
simply and expertly —then 
you want The Specialist 


Please send me more information 7 
about Auto Dealer Protection from The 
Specialists. 
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| Name & Tiths 2-2 
| Dealership —......a ae 


A Member Company of the 
Lynn Insurance Group 
E. M. Lynn, President 
5115 Oak Street 
L Kansas City, Missouri 64112 


ee ee oe 


If you want a fa nosis 


accurate Insurance 


call in The Specialis 
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Executive Notes 


Industry news for the automotive executive 


Electric Car Center. General 
Motors Corp. has announced the 
establishment of an Electric 
Passenger Car Project Center at its 
technical center in Warren, Mich. 
For a number of years, GM’s elec- 
tric vehicle developmental pro- 
gram has been decentralized 
among several staffs and divisions, 
with the most recent effort con- 
centrating on battery technology. 

‘In making this move,’’ GM 
President Elliott M. Estes said, 
“we are attaching the same im- 
portance to the design and en- 
gineering of a small battery- 
powered passenger car that we are 
giving to GM’s other passenger 
cars of the future.”’ 

General Motors said it con- 


? tinues to have as an objective the 


introduction of a small electric 


personal car for urban and com- 


muter use by the mid-1980s. The 
design target for this car is a top 
Speed of around 50 mph, a range of 
100 miles between charges and a 
battery that offers reasonable 
cycle life and replacement cost. 
xk 
Turbine engine contract. The U.S. 
Department of Energy and the Na- 
tional Aeronautics and Space Ad- 
Ministration has awarded a $64.9 
million contract to Detroit Diesel 
Allison Division for the commer- 


4 cial development of a turbine en- 


#ine. 

At a contract-signing ceremony 
in Indianapolis, Ind., Senator Birch 
Bayh (D-Ind.) said he believes the 

al government has a respon- 
sibility to assist private industry 
‘in the development of fuel- 
“ficient, low polluting engines 

hen it mandates fuel consump- 
tion and emission standards. 
“The skyrocketing prices of 
asoline and reduced supplies of 

| are making it more imperative 
th day that we find ways to cut 
1} on our consumption of pe- 


— 


based fuels,” Bayh said. 


“The turbine engines which will 
be developed by Detroit Diesel Al- 
lison will serve to accomplish this 
goal in two ways. First of all, the 
new engine promises more miles 
per gallon. Secondly, it can burn a 
wide variety of fuels, including 
100 percent alcohol.” 
xkek 

Honda plant in U.S. is feasible. A 
feasibility study concerning the 
manufacture of Honda automo- 
biles in the United States has en- 
tered the final stage according to 
Kyoshi Kawashima, president of 
Honda Motor Co., Ltd. 
Kawashima said the study, begun 
by aspecial project team in August 
of 1979, indicates Honda could 
begin construction of the plant in 
Ohio before the end of 1980. 

He said Honda now sees a bright 
prospect for manufacturing cars in 
the U.S. because its motorcycle 
production operations in Ohio, 
underway since last September, 
have convinced the company of 
exceptional quality labor and a 
very favorable reception from the 
local communities. 

Kawashima further said the 
present plan calls for construction 
of an automobile plant capable of 
producing 10,000 cars a month 
with a total investment of $200 
million. It would employ an esti- 
mated 2,000 persons with produc- 
tion beginning about two years 
after construction starts. 

x**we* 

Ford takes truck sales title. Ford 
dealers once again are the truck- 
selling champs of the industry. 
During 1979, they sold 1,145,895 
units and captured the number 
one position for the third consecu- 
tive year and for the seventh time 
in the decade of the Seventies. 

According to Philip E. Benton 
Jr., Ford vice president and Ford 
Division general manager, the 
company outsold its nearest com- 


petitor by 41,279 units. Calen- 


dar-year sales by line broke down 
this way: Bronco—69,724; Econo- 
line—169,545, Courier—78,088, 
light conventional—736,037, 
medium trucks—53,620; and 
heavy trucks—38,881. 
x**e* 

Dealer TV ad winners. The Tele- 
vision Bureau of Advertising has 
announced its selection of the best 
TV ads by automobile dealers in 
the United States for 1979. The 
winners by size of advertising 
market were: ADI 1-25—Euro 
Motor Cars, Bethesda, Md., and 
Ray Oldsmobile, Park Ridge, III. 
(tie); ADI 26-100—John Hurley 
Chevrolet, Charlotte, N.C.; and 
ADI 101 and above—Williams 
Chevrolet, Colorado Springs, 
Colo. 

In the dealer association cate- 
gory, New England Ford Dealers 
Association, Boston, Mass., won 
the ADI 1-50 class and Jackson- 
ville (Fla.) District Ford Dealers 
won in the ADI 51 and above. 

xk k 

Van and light truck show set. The 
Recreation Vehicle Industry As- 
sociation has announced plans to 
sponsor its first recreational van 
and light truck show. The new 
show will be held May 14-18 at the 
Las Vegas Convention Center. 

Primarily designed for automo- 
tive dealers, the RVIA exhibition 
will feature commuter vans, lei- 
sure vans, utility vans, van camp- 
ers, converted pickups and four- 
wheel-drive vehicles, and new 
wide-body vans. Lightweight six- 
cylinder vans will be one of the 
features of the show with both 
turbocharged and overdrive units 
on display. Dealers also will have 
an opportunity to see many of the 
propane and diesel-powered vehi- 
cles now on the market. 

“Vans and light trucks have 
undergone significant changes in 
the past year,”” show chairman 
Charles Ornduff said. “We're pro- 


ducing products now that will be 
of great interest to new car dealers, 
and they’ll have the opportunity to 
see all of the new units at this 
show.” 


xe 


Subaru named ‘most profitable’. 
What’s the most profitable public 
company in the United States 
with annual sales over $300 mil- 
lion, based on the return on equity 
and total capital? According to a 
study by Forbes magazine of the 
1,030 largest U.S. publicly owned 
companies, it’s Subaru of 
America, Inc. 

The magazine’s annual study 
indicated that Subaru of America 
has averaged better than a 72 per- 
cent return on equity during the 
five-year period utilized in the 
survey. Subaru also averaged 67.2 
percent return on total capital dur- 
ing this period. In addition, the 
New Jersey-based import automo- 
bile company is listed in the top 
position in the auto industry in 
terms of average sales growth over 
the past five years, with an average 
increase exceeding 44 points. 


xe 


States eyeing fuel tax boost. At 
least 27 of the state legislatures 
meeting in 1980 are expected to 
consider bills to raise their motor 
fuel taxes with either a single-step 
boost of the flat cents-per-gallon 
tax or a shift to some other method 
of motor fuel taxation. 

According to the Highway Users 
Federation, the 27 states consider- 
ing such taxes are: Alabama, Alas- 
ka, Arizona, California, Connecti- 
cut, Hawaii, Idaho, Illinois, Indi- 
ana, Kansas, Kentucky, Maine, 
Maryland, Massachusetts, Michi- 
gan, Minnesota, Nebraska, New 
Mexico, North Carolina, Ohio, 
Pennsylvania, Rhode Island, 
South Carolina, South Dakota, 
Virginia, Wisconsin and Wyo- 
ming. 

At least 11 of those state legisla- 
tures are expected to consider bills 
proposing a flat cents-per-gallon 
tax increase. They are Arizona, 
Idaho, Kentucky, Maine, Mary- 
land, Massachusetts, Minnesota, 
North Carolina, South Dakota, 
Virginia and Wisconsin. 
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In a total of 26 states, including 
some of those considering flat 
cents-per-gallon boosts, lawmak- 
ers are expected to consider legis- 
lation that proposes other 
methods of motor fuel taxation. 
Among the other methods are a 
percentage motor fuel tax assessed 
as a fixed percent of the fuel price; 
and a variable cents-per-gallon tax 
whereby the tax rate slides up or 
down periodically, with high and 
low limits set by law. 


xkek 
CORPORATE General 
ANNOUNCEMENTS Motors is 
preparing 


to embark on the biggest assembly 
plant modernization program in 
its 7l-year history, according to 
GM Chairman Thomas A. Mur- 
phy. As the first step in this 
multi-billion dollar program, 
plans are underway to seek ap- 
provals and permission for the 
construction of two new passenger 
car assembly complexes as re- 
placement for two existing assem- 
bly facilities, one in southeastern 
Michigan and one in Missouri. 
One of the new assembly facilities 
would replace the production of 
the Pontiac Motor Division as- 
sembly plant and its companion 
Fisher Body facility, and the other 
would replace the production of 
the aging and landlocked GM As- 
sembly Division plant in St. 
Oe eee 

International Harvester has an- 
nounced an agreement in principle 
to acquire 35 percent ownership of 
the Spanish truck maker, Enasa 
(Empresa Nacional Auto- 
camiones, S.A.) from an agency of 
the Spanish government. Finan- 
cial details were not revealed. The 
agreement is designed to 
strengthen Enasa’s and Interna- 
tional Harvester’s penetration of 
the European truck market when 
Spain becomes part of the Euro- 
pean Common Market in 1983, 
and to improve Enasa’s export po- 
tential to Latin America and 
North Africa... . 

Autocar, a companion of White 
Motor Corp., is heading west from 
Exton, Pa., to Ogden, Utah. White 
says the move of Autocar assem- 
bly to its Utah plant and the con- 
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production to White’s Cleveland 
Ohio, plant, will take place dur 
the first half of this year. 
tion of White and Western § 
trucks now assembled at Oede 
will be consolidated with oehe: 
production at New River, Va_ 
program, the company sa 
improve White’s plant utiljraric 
and will improve the compesis 
position of the Autocar , 
plated s35 BA 


current transfer of Autocar x 


w 


Another announcement § 
White Motor Corp. notes + 
company has a new executive y 
president and chief operatin, 
cer. He’s veteran truck man 
P. Mazurek. .. . Re 

A major plant expansion hy 
tiac Motor Division wil] py, 
double daily production . 
of the General Motors 2.5 
four-cylinder engine. A 39 
square-foot structure will be 
to Pontiac’s chassis parts 
enabling L-4 engine prod 
capacity to be increased fron 
current daily capacity of 2. 59 
capacity of 4,600 per day @ 
the 1982 model year. . | _ 

Toyota dealers in the U& 
have the option of two w, 
compensation rates. Dealer 
opt for a warranty labor rate egy 
to the dealership’s retai] ph, 
rate or may establish a rate } 
on the dealership’s service op 
ing costs. The dealer deg; 
which method is best suited 
the dearlership. . . . 

Mercedes-Benz of 
America has opened a new ¢ 
mercial vehicle service . 
center in the Chicago suburb 
Franklin Park. M-B says the fac 
ity will provide technica] gun. 
to dealers and customers thy 
the training of service techn: 
in the proper maintenance 
cedes-Benz diesel trucks, . 

Saab-Scania of America } 
announces that, in order tg » 
the increasing demands fo, 
Swedish Saab automobiles 
also for parts and Services, 
company has opened a new 
gional office and warehouge § 
ity in Carson, Calif. 
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The‘TekTor System Works!! 


underbird Imports Ltd., Norman Oklahoma, is another of the many dealers 
ationwide experiencing the effects of the ‘TekTor System. Not a line of raw 
hemicals, but a real, cost effective marketing and planning system with the 
dealer’s bottom line in mind, encompassing total flexibility, complete internal 
protection and real profit dollars!! 


TT 
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Thunderbird 
Imports Ltd. 
Volkswagen, Honda, and Saab 


« 
_, 
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Osed is our check #9445 for payment of our most »™ 
or products. 


I did want to take time to write and let you know that the Té 
-kTor Marketing Program and recent Sales Meeting that you presenté 
Are both valuable additions to our Dealership. Just as you stated, 
Sing TekTor as a complete program has been a big help in reducing o 
ever increasing cost factor and has added "additional gross profit" 1 
each sale, obviously the bottom line. 
left to right: Ronald Jelosek, Dealer; Rodney Rader, Sales Representative, ‘TekTor Again thank you and have a Happy Holiday. 
Gary Litrell, General Sales Manager. 


r. Dealer: 

iracles are really few and far between in our 
2usiness. Don’t be misled by all the wild 
Watements in the market place. Ask a ‘TekTor 
Waler for the best, most straightforward facts in 
he market!! For the name of a ‘TekTor dealer 
“war you, attach your business card to the 
pon below and drop it in the mail. 


Our Thanks To Thunderbird Imports Ltd., 

Ronald Jelosek, Their Employees and Customers 

... From the ‘TekTor People 

Ae 


R.C.l. ‘TekTor 
P.O. Box 340 I 
Catawba, NC 28609 i 
= 
hs 
Nes 
wy State Zip ‘ 
+ ——=—=======--! Protection System 
) ies ot MORE INFORMATION, CALL: 704/478-2161 
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Tax Brakes 


The Gift-Leaseback 
Game Plan 


hifting income to a family 
G vente in a low tax 

bracket is one way of win- 
ning the tax game. The gift- 
leaseback, for example, is a neat 
and easy tax maneuver of this 
kind. Everyone likes the 
method except the IRS but, in 
the recent Quinlivan case, the 
circuit court (44AFTR 2d 79- 
5059) gave its stamp of ap- 
proval. 

The case and the facts are im- 
portant because many tax- 
payers should be able to play, 
win and benefit from the same 
game plan. Here’s how it went: 

Two lawyer-brothers set up 
valid short-term trusts (irrevo- 
cable for more than 10 years) for 
the benefit of their children. 
They transferred a building 
which they owned as tenants- 
in-common to a bank as trustee 
of separate trusts. Gift taxes 
were paid as required on the 
transfer. Neither the taxpayers 
nor their wives were in any way 
connected with the bank. The 
brothers then leased the build- 
ing back from the trust for three 
years with an option to renew at 
terms to be agreed on. The 
rental payments (which the IRS 
agreed were reasonable) were 
deducted by the brothers’ law 
firm. The trust beneficiaries 
(the brothers’ children) reported 
the income on their tax returns. 

The IRS argued that: (1) the 
taxpayer must show a business 
purpose for the transaction as a 
whole; (2) no business purpose 
can be shown for the gift of the 
income-producing building to 
the trust; and (3) in fact, the sole 
objective of the entire transac- 
tion was tax avoidance. The 


court leveled all IRS arguments 
holding that the gift itself did 
not require a business purpose. 

You, too, should be able to 
successfully beat back an IRS 
attack on a trust (gift)-leaseback 
situation if you meet the fol- 
lowing four requirements: 

1. After the gift, the grantor of 
the trust must not retain sub- 
stantially the same control over 
the property as he had before 


You, too, should be 
able to successfully 
beat back an IRS 
attack on a 
gift-leaseback 
situation if you meet 
the proper 
requirements. 


making the gift. (In my opinion, 
an independent trustee is a 
must!) 

2. The leaseback is in writing 
and the rental amount is rea- 
sonable. 

3. The leaseback (as distin- 
guished from the gift) has a bona 
fide business purpose. 

4. The taxpayer must not pos- 
sess a disqualifying ‘‘equity”’ 
interest in the property. (The 
reversionary interest—to re- 
ceive the building back from the 
trust after 10 years—did not 


Irving Blackman 


amount to such a disqualify, 
equity interest in this case ) 
Your professional tax adyicor 
also will want to take a look o» 
an older tax court cag. 
(Mathews, 61 TC 12, 1973 ana 
Section 162 (a) (3) of the Internat 


Revenue Code). 
x** 


Can you pay your qualified 
plan with a note? Sometime: 
the cash crunch is SO S€vere » 
corporation buys time by 
ing its obligations to a qualifies 
pension or profit-sharing 
with its own note. Don’t do je 
Such a payment is not a deduces. 
ible contribution. Neithe,y . 
high rate of interest, short 
ment date, nor even Using cor 
porate assets to secure the nore 
will save the deduction. So gh. 
Supreme Court ruled in a 19> 
case. 

The IRS has distinguished 
that case and will allow , 
third-party note to be useg 
payment of an obligation to » 
qualified plan and give rise tq. 
contribution deduction. (See 
Letter Ruling 7852116.) 

x** 

IRS regulation backlog pc. 
The business of governmen: 
regulations is big business ans 
you can count on the IRS to de 
its part. A late 1979 IRS 
lations status r 
(November) reveals that Pe te 
cent (141 out of a total 296) of 
current regulations projects ox. 
pending. This is an 8 pe 
jump over October. In con) 
son, the June 1979 regulations 
status report indicateg , 
backlog of only 35 percent. 

In a word, my COMMens: « 
nonsense! We need less pe 


These columns are prepared by Blackman, Kallick & Co., certified public accountants, under the watchful eye of Irving Blackman. Blackman, alsowe 
attorney and author of Winning The Tax Game, consults with businessmen around the country on the subject of taxes and profitability, Question 
concerning these columns should be addressed to Blackman, Kallick # Co., 180 N. LaSalle St., Chicago. IL 60601. 
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egulations. The law is too 
mplex to start with; regu- 
ms only further complicate 
tax maze. Reports like the 
only emphasize the hope- 
ess of government regu- 
ns. If the government (and 
»’s a bunch of people work- 
‘on ’em) can’t even keep up 
writing the regulations, 
yw will each individual tax- 
payer be able to read, interpret 
and apply those regulations to 
real life tax situations? 
It shouldn’t work that way, 
but the IRS’ problem is our 
ur problem as tax- 
_ As much as I hate to 
admit it, guys like me (and the 
tax people in my office) have 
Eoable keeping up with new 
tax laws and regulations. Re- 
sult? It’s more and more likely 
or without professional 
to miss a tax break or file 
wm incorrect tax return. 
What to do? Take pen in hand 
and write to your elected repre- 
sentatives in Washington— 
those in both the Senate and the 
House. It seems they listen bet- 
ter in an election year. & 


from the 
safety 
angle... 


Our CEE-GEE 

Gas Buggy 

is FM approved 
and meets all 
OSHA requirements 


CEE-GEE Incorporated 


i 72043 
0. Box 138, Diaz, Arkansas 
Phone (501) 523-3815 


TOPS ARE ATTENTION 
GETTERS THAT 
TRANSLATE INTO 
REAL SALES! 


Designed to give the 
appearance of a real 
convertible, these unique 


IE8{5 CLASSICS, INC. 


Traffic Stoppers! 


SIMULATED CONVERTIBLE 


top packages offer your customers a 
little extra individuality. Top quality 
materials, complete hardware, and genuine con 
vertible top material are combined in a distinctive 
treatment that looks like the real thing. Each top is 
professionally fitted and complete, inside and out. Gran Prix, Eldorado, 
Colors available are; Black, White, Dark Blue, and Thunderbird, Cougar, 
Tan. Get a step on your competition, call or write | Coupe DeVille, Riviera, 
for the location of the nearest installation facility. 


Tops available for 
these 1980 models. 


Monte Carlo, Cutlass, 


Regal and Toronado. 


Dept. AA, 8909 McGaw Ct., Columbia, MD. 21045 / (301) 992-4900 or (301) 596-3852 


Introducing SUPRA MAX... 


Like our rugged mascot Max, our 
SUPRA MAX auto key box is: 

© TOUGH!! 

¢ DURABLE!! 

e STRONG!! 

e EFFICIENT!! 


Designed with YOU in mind. Over 
200,000 Supra Auto Key Boxes in 
use today. 


SUPRA MAX con- 
tinues Supra’s tra- 
dition of offer- 


ing the best 
key control 
system in 
the auto 
industry. 


We are proud to have SUPRA 
MAX join our line-up of auto key 
boxes. 


S U Pp RA PRODUCTS, INC. 


Celebrating our 25th year 
as the Key Control People 
Dept. AE 
P.O. Box 3167 
Salem, Oregon 97302 
(503) 581-9101 
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Used Cars 


We Get Letters. . . 


number of times in the 

past I’ve mentioned that 

we like to receive letters 
from the field because we feel 
it’s the best way to keep our 
finger on the pulse of the auto 
retail industry. Here’s one we 
thought would be of interest to 
our dealer-readers, especially 
the 14,000 or so who fall into 
the ‘‘small dealer” category. 
The writer is A. P. Bohannon III 
of Altavista Motors in Al- 
tavista, Va. 
Dear Harry, 

I have enjoyed your articles 
in AE and the Used Car Guide 
very much. Your style of writ- 
ing is easy to read and makes 
me think hard about your sub- 
jects. Maybe you should have 
been a writer. 

Iam a Ford-Mercury dealer in 
a small “blue-collar’’ town. I 
took over the business from my 
father who started the 
dealership in 1937. I have been 
in the business for eight years 
now and I still have more ques- 
tions than answers about this 
automobile business. 

Since I have been in the busi- 
ness I have found used cars to 
be my “‘pet”’ profit center. I was 
glad to read in the December 
Guide Book about Eastwood 
Chrysler that retails everything 
in used vehicles. We do the 
same here and I have found this 
is different from most dealers, 
but my bottom line says “do 
it!” 

Perhaps, because we are lo- 
cated in a town where there are 
a lot of blue-collar workers, this 
gives us a market for older 
high-mileage cars. I know this 


is not feasible for a lot of 
dealers, but the point I am 
making is “know your market 
and fill its needs.” 

On the other hand, we have 
difficulty selling late model, 
high-priced used cars. Of 
course, our past experience 
with certain models makes us 
stop and think real hard when 
we do an appraisal on a poten- 
tial trade-in. I wonder if we 
make or lose some deals be- 
cause we are over or under ap- 
praising a model because of a 
past experience. Have you ever 


“Somebody once told 
me to fill the needs in 
my market and the 
profit would come. It’s 
true!” 


heard the following comments? 

e “I don’t care what the book 
value is, that kind of car just 
won't bring that much!”’ 

e ‘Look at those fancy 
wheels and paint stripes! Who 
would buy a car like that.”’ 

© “If we raise our appraisal 
$200, we can deal with him:”’ 

I think it is hard to be 100 
percent objective when ap- 
praising a used vehicle. I sure 
can’t see why a car’s ACV goes 
up $200 in five minutes because 
a customer is going to walk. I 
know that if one of my sales- 
men has a customer on a new 
vehicle that has been in stock 
for 120-150 days, that used car 


sure looks nice to me. It doesn» 
look as good, however, When jex 
been on my used car lot jog 
days and I realize I have toe 
much in it. 

Here are a few questions } 
have: 

e Is the “art’’ of putting the 
ACV ona vehicle a science or» 
guessing game! 

e How do you know with» 
$200 to $300 what a used yehy 
cle is really worth 

e Is it this $200-$300 range ip 
appraisals that causes US to Joge 
deals or end up with Jow 
grosses: Or high grosses? 


I guess the big gross helps | 
offset the low gross, SOI look fey 


a good average. 

These are just some of the 
questions I have about weed 
cars. 

I do know one thing, # . 
dealer gets involved in wood 
cars, it can be very profitabje 
Somebody once told me te fill 
the needs in my market and the 
profit would come. It’s trae: 
Sincerely, 

A. P. Bohannon III 
x** 

We don’t receive as muck 
mail as we would like—pery 
no one reads this page. In fact 
most of our contacts are vig 
telephone with reporters oy» 
writers who seek either info. 
mation or data to substanetjase 
what they have already Written 

x**«* 

Speaking of articles, @.) 
magazine—the February iggue} 
think—ran an article on youd 
cars and two of our good frj 
Vic Snyder of Southern Cahifo. 
nia and Frank Davig 4 


Se 
The Used Car column is prepared exclusively for automotive executive by James H. “Harry” Lawrence, editor of the NADA Official 
Used Car Guide. All comments or questions pertaining to these columns should be mailed to: “Used Cars,” automotive execurive 
magazine, 8400 Westpark Dr., McLean, VA 22102. 
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James “Harry” Lawrence 


. 


> = 


. N 
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shville, were contributors. I 

hed suggested each as a possible 

te for the centerfold, but 
vidently neither made it. 

We don’t keep such “‘girlie” 

| ines around our house, 
but we did buy this one. We 
were astonished by our 13- 
-old son’s interest in used 
ears! I’ll bet he’s read that arti- 
cle at least 10 times. 
x*e 

Getting back to business, no 
ene will question that things 
are slow at this writing (it’s 
january 30), but some dealers 
tell me things are picking up. 
Most of those dealers who are 
reporting ‘‘fair-to-middling”’ 
business have also observed 
they are working harder. Who 
was it who said, ‘The harder I 
work the luckier I get?” 

I think this is a good time to 
eat my crow and be done with it. 
Unless conditions are reversed 
in the near future, the cost of 
gasoline will have a substantial 

on car-buying habits. I 
guess $1.18 for a gallon of gas is 
one thing and a $20 fill-up is 
another. A 


jf YOU CAN AFFORD 
TO PASS UP A SALE— 
DON’T READ ANY FURTHER 


“AN EXPERIENCE WITH 
JOE GIRARD” 


Sx (6) cassette tapes which capture the 
Word's Greatest Salesman at his very 


best. 

ee candidly relays the techniques that 
made him successful and how these same 
ideas & motives can help you sell better. 
if you are serious about the selling profes- 
sion, this dynamic presentation is a must 


for you. 
You can gain experience from the World’s 


Greatest Salesman for only $75.00, which 
includes postage and handling. 
Send check or money order to: 


GIRARD PRODUCTIONS 
BOX 358 


EAST DETROIT, MICH. 48021 


Classic Series 


With Larger Car Inventories, 
We Can Help You Now 
More Than Ever! 


Moving your larger car inventories may m 
dark selling. And with more cars than Peel eee 
sure your display lighting is doing all the selling it can do 
LS! Metal Halide lighting was designed to give you the 
sales edge you need night and day. By night, our energy 
saving Metal Halide systems will provide Outstanding 
ret an for nighttime merchandising. By day, our 
andsomely sculptured LSI line 
Beslan ta aap ceeti Ss make a valuable statement 
In times like these you can use all the hel 
So why not let your customers see you in the past ight. sins 
possible? Look into LSI...you may learn to love your 
evenings again. 


For more information, write or call for a full 
color brochure describing our energy 
saving systems. 


P.O. Box 42419 © 4201 Malsbary Rd. ¢ Cincinnati, Ohio 45242 e (513) 793-3200 
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Selling Yourself 


Know What 


You re Selling 


henever I’m lecturing 
or writing articles or 
appearing on radio or 


television, I try to include one 
very important thought to my 
readers or listeners: ‘If you 
want to sell yourself success- 
fully, are you sure you know 
what you've got to sell?” 

Actually, I’m asking people to 
take an inventory. 

As the world’s number one 
retail new car salesman, I know 
that I’d have a tough time meet- 
ing a customer’s wants and 
needs if I didn’t have a handle on 
what’s in my inventory. Or, if it 
isn’t there, where can I get it? 
Maybe even a better way of say- 
ing it is taking stock. 

In my professional life I have 
two sources: what’s listed on 
the board and what’s on the 
dealership lot. In order to serve a 
customer I have to know what 
I've got and if I haven’t got what 
it takes to sell that customer, I 
risk losing him. 

Day after day after day people 
are making an effort to sell 
themselves—and too many are 
failing because they’re not sell- 
ing what they have, but are try- 
ing to sell what they’re not. 

Recently I made a swing 
around the United States and 
parts of Canada promoting one 
of my books. I was a guest on a 
number of TV and radio talk 
shows. I knew there were two 
things I needed to sell: the book 
in question and myself. 

It would have been pointless 


. gnt Te 
These columns are prepared by Joe Girard, named the world’s greatest salesman 12 times by the Guinness Book of World Records: anal 
through Allied Press International. All questions and comments concerning information included in these columns should be directedt 


2291, Washington, DC 20013. 


for me to face those various 
question-and-answer sessions 
by trying to sell my viewpoints 
on sex education or the Panama 
Canal Treaty. That was not 
what I was there for. 

I felt extremely sympathetic 
toward a young man who shared 
one of the appearances with me 
on a midwest talk show. He was 
a local singer, and for all I know 
a good one, who was appearing 


. . . people are 
making an effort to sell 
themselves —and too 
many are failing 
because they’re not 
selling what they 
have... 


with some success at a popular 
supper club. He had just cut his 
first record, a rock ballad, and he 
was promoting it. Or he was 
supposed to be promoting it. 
Here was a great opportunity 
to sell himself and his record 
but, to my way of thinking, he 
blew it. He talked about the 
management of the supper club 
as if he had to sell it. He talked 
about the chances of the local 
hockey team as if he had to 
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boost ticket sales. Hea | 
about taking rieet: ma ye 
that he hoped to SO”. 
weeks. 1s shore durin 
seven minutes give? (9g 
don’t believe he spe?* a 
onds talking about bis yj 
his record or his goals. of 
neglected to sell his 
uct, presented W cust 
thusiasm, to waitiné 
ers. 

Granted, it wasn't eas} um 
him. He was nervous “ai 
interviewer didn’t herr ow , 
much. Still, it shows © sat 
portant it is to know 
have to sell—and disP 
the right time to ¢ 

eople. , 
F You will not sell yours? 
well if you only talk ab et 
interest, tropical fish, “ 
other person’s chief °° 
zero population 8! joW 
shows your inventory (1 og 
ability to relate to an0™ 
son’s interests. ag 

But you will be selling or 
self if you remember t fit? 
good salesman know } ofl 
uct to customers’ ne" 
ise to check your stO°" 5 
What do you have °) 4] 
What is in short supPP us 
interest in others? Ent 2 
Concern for some? ig 
cause? Experiences 018 od 
that they can be pres®” ig 
clear-cut manner? ! 
Endurance? Modesty? i 

Taking inventory !§ 
sary step in selling YOU 


lay 
e 


“4 OC nt 


UGH FULL-PAGE, 4-COLOR MAGAZINE 
ADS FOR THE PRICE OF ONE 
D WHITE NEWSPAPER AD 


———— ., 


a 


Detroit #ree Press} 


Rae , tt ) wi 
at: - C> wean seks 7 ie wT wa 
4 ! 3 5ee TT ob SEE LASER ee 


If you can only afford one page a month in 
The Detroit Free Press but dream regularly of 
reaching those more affluent people who read 
glossy—and expensive—national magazines, MNI 
can help you scale those previously unaffordable 
heights. 

For the cost of your usual newspaper buy, 
well run your ad—full color, full page—in these 
eight national magazines. 

Staggered over the course of a month. 

Reaching those very same big spenders you 
long for, without spending very much yourself. 


5 et Pays So if you'd like a little upward mobility in 
busin People = your advertising, give John Stephens or Peter 
"re Quigley a call at (313) 355-1030. 
a They'll explain our magazine packages in 
, “Mest greater detail. 
ay 1 And while you're talking to them, ask about our 
oe 4 an new women's package also. 
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Our Industry's Stock Exchange 


he auto auction market 
T has jumped off to a good 

start for the first two 
months of the year. At the East- 
ern Auto Auction Association 
winter meeting held in 
Freeport, Grand Bahamas 
January 24-27, auction owners 
were expressing cautious op- 
timism and confidence for the 
near future. 

Generally speaking, volume 
of late-model cars going to the 
auction is predicated on trade- 
ins at franchised dealerships. 
The fleet and leasing companies 
are increasingly turning to the 
auction for disposal of their 
fleets, thus taking up this lack 
of used car trade-ins which is 
helping to maintain the auction 
market’s momentum. 

xk*wk 

The auction and automobile 
industry lost two good friends 
in January. Otho Barden Batten, 
owner of Kenly Auto Auction, 
Kenly, N.C., died January 10. 
He was past president of both 
the Southern and National 
Auto Auction Association and 
was an active member of the 
Carolinas’ Independent Auto- 
mobile Dealers Assciation. 
Throughout his life, “O.B.”, as 
he was known, devoted his 
business efforts to making the 
automobile and auction indus- 
try a better place to work. We 
express our sincere condolences 
to the Batten family. 

Carl E. Marker, 67, of Ft. 
Lauderdale, Fla., died in that 
city January 6. Marker was one 
of the founders of the National 
Auto Auction Association and 


served as its president from 
1953 to 1956. He owned and op- 
erated Fort Wayne Auto Auc- 
tion. He was an auctioneer and, 
after moving to Florida, he auc- 
tioneered at West Plam Beach 
Auto Auction. 
xwk 

Rudy Crowder, general man- 
ager of Lakeland (Fla.) Auto Auc- 
tion, celebrated the auction’s 
15th anniversary January 23. 
The celebration was kicked off 
with Jake Ruhl, former presi- 


Because of inflation, 
used cars are much 
more important to the 
people in Great 
Britain. The same 
probably will be true 
in the USA as time goes 
by. 


dent of Manheim Service Corp., 
Cox Broadcasting Co., auction- 
ing off the first Ford car of the 
Ford Motor Co. sale. Ford Motor 
entered 376 cars for the gala 
event. Jim Terry, Bill Thee’s re- 
placement, and Claude Scog- 
gins report all 376 units were 
sold. This produced $2,046,865 
net for Ford. This was the 
largest net Ford ever produced 
in the Southeast. 

Also in attendance were Bill 
Jacobs, owner of Columbus Fair 
Auto Auction, and Tom Beas- 


George Base] 


ley, proprietor of Nashyilje 
Auto Auction. Tom was ae. 
companied by Mike 
Richardson, M.I.M.A., director 
of British Car Auction Gro 

Limited in Frimley Bridges, 
Farnborough, Hants, England 

Mike said the British Car Aye 
tion Group owns 13 auto g 
tions throughout Great Britain 
and does $330 million a 
One major difference between 
U.S. auctions and the ones jp 
England, according to Mike is 
that the British auctions dy. 
open to the public as well as ¢o 
dealers. That’s the law. 

‘‘The business of se] 
motor cars in Britain 
America is strikingly sing 
Richardson said, “but the 
some differences.” 

British business buys 75 
cent of all new cars sold there 
he said, because many fipps 
provide their employees with 
autos as a reward in a w 
regulated state (comm 
known as “‘perks’’). 

“America is just now Catch- 
ing up to our inflation 
lem,” Mike said. “Britain has 
had a 17 percent to 20 percen: 
inflation rate. This means ¢he 
new car is out of reach for g 


ling 


ilar,” 
re are 


per 


Only 


majority of the people. The used ; 


car, therefore, becomes 
more important. I believe 
will start finding the same thi 
true here as time goes by.» 
x*k 

The all-new South Sear. 
Auto Auction had set Janyayy o 
for its grand opening celehr 
tion, but the opening day ac 
tivities were cancelled begaye 


Auction Block is prepared exclusively for automotive executive by George Basel of the NADA Official Used Car Guide. All comments or qestions 
pertaining to these columns should be mailed to: George Basel, automotive executive magazine, 8400 Westpark, Dr., McLean, VA 22102. 
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and \,. 


held April 10-13. The board of 
directors of the National Auto 
Auction Association will hold 
its spring meeting at the same 
time. 


of, of all things, heavy snow. 
Snow of that quantity occurs 
about once every 20 years in 
Seattle. By the way, Wade 
Ashley is no longer with South 
Seattle AA. © 

x* 


California Auto Dealers Ex- 
change (CADE) in Anaheim, a 
Manheim Service Corp. auc- 
tion, is continuing to improve 
its facilities for its dealers. 
David Harrison, general man- 

, said the steady growth of 

| Be xiction has necessitated the 
building of a fifth lane, installa- 

tion of a new exhaust system, 

~ | and increased dealer parking 
area. Improvement is continu- 

ing in the other auction lanes, 

too, as well as in the adminis- 


SS 


xk 


Bill Thee, used vehicle re- 
sale activity manager for Ford 
Motor Co., retired December 
31. Jim Terry of Lincoln-Mer- 
cury Division business man- 
agement has been selected as 
Bill’s replacement. I know the 
auction industry wishes Bill all 
the best. 


x** 

Bob Wholehan, manager— 
merchandising used vehicles, 
Chevrolet Motor Division, has 
been transferred to the Chev- 
rolet zone office in Philadel- 


hia. Bob is now the assistant 

tration area. p ; 
| kat zone manager. Fred Price, as- 
Final plans have been made sistant manager, merchandis- 
for the Southern Auto Auction ing—passenger car, Chevrolet 


Division, has assumed Bob’s re- 


Association meeting in Mem- On, 3 raha 
sponsibilities. The auction in- 


phis, Tenn. The meeting will be 


THE MARKETPLACE PATRONIZED 


BY MORE FRANCHISED DEALERS 
Gol"Red’ Oak SALE EVERY THURSDAY 
| 10:00 A.M. 


Airport Service 


Atlanta Auto Auction 


4900 Buffington Rd., Red Oak, Ga. 30272 » (404) 762-9211 


“SEZ 


; — EXPECTING 1,000 CARS — 


SPRING 
FESTIVAL 


| SALE with FREE Chicken Barbeque 
’ | TUESDAY — MARCH 18, 1980 
* $3,000 IN CASH TO BE GIVEN AWAY! 


ickets for each car bought or sold February 12 through 
OO March 18. You must be present to win. 
Ed Mullinax FORD SALE at 10:30 a.m. includes: 
100 LTDs, T-birds, Futuras, and Granadas, followed by the 
MERCURY SALE of 25 vehicles. 
t-a-car PLYMOUTH VOLARE SALE at 12:30 includes: 
oe 30 2-doors, 4-doors, and wagons. 
LEASE and ‘As Is” follow Regular Sale. 


For reserved numbers, airport pickup, or motel reservations, call: 


COLUMBUS, OHIO 


OHIO AUTO AUCTION 
Pike (614) 871-2771 P.O. Box 220 
— Grove City, Ohio 43123 


dustry will miss the services 
and support of Bob. We all wish 
him good luck in his new as- 
signment. 
x*k* 
Good attitudes generate good 
business. Think positive! 


AUCTION CLASSIFIEDS 


Alabama 


SAND MOUNTAIN AUTO AUC- 
TION 


up and delivery 
unlimited. Recon available. Fleet & 
lease welcome. Member NAAA & 
NIADA. Licensed dealers only. 


Arizona 


oA ELS GSS hs WEES AS, 
SOUTHWEST AUTO AUCTION, 
Lease and fleet accounts welcome. 
Member NAAA AND NAFA. 3420 
South 48th Street, Phoenix. Tel. 
(602) 894-2211. 

ES RNAS TE nS ee 4 = 

Canada 


LS 2 ns Se RL 
VANCOUVER AUTO AUCTION, 
6146 Baresford St., Burnaby, BC. 
Canada V5J1K3. Wednesday 10 
a.m. Tel. (604) 437-5185. 


Connecticut 


SOUTHERN 


AUTO AUCTION 


RT. 5, WAREHOUSE PT.., CT. 
There's an Auction Every 
Wednesday at Southern 
Larry Tribble & Bob August 

203-623-2617 


Mississippi 


en SELES SS te ee ee 

DEALERS AUTOMOBILE AUC- 

TION OF THE SOUTH, INC., 

Horn Lake, Miss. Every Thursday 

at noon. Tel. (601) 393-0500. 

RE LE De Cs TOR TEN 
New York 


eS nS ee ee 
NORTHWAY EXCHANGE INC., 
Clifton Park, N.Y. Tel. (518) 371- 
7500. Sale Thursday 11:30 am. All 
facilities including Test Track. 
Four Lane Action. 


Tennessee 


eee 

LENOIR CITY AUTO AUCTION 

O., N. Hywy. 95, Lenoir City, 

Tenn. 37771. Auctions Tuesday & 

Friday at 7 p.m. Tel. (615) 986-8096. 

SN eet RE EEC LTS B88 ES rts 
Texas 


ee aE SE ES 
AMARILLO AUTO AUCTION. 
Lease & fleet specialists for 33 
years. Write or call Dale or Friday, 
3208 E. 10th Ave., Amarillo, TX 
79104. Tel. (806) 372-2206. 
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Why Oakleaf is the*) 
F&I computer for you 


— 
>. 


One unit a single, beautiful unit does eyer 


thing you need for increased F&T prof 


One sour ce Oakleaf takes responsibility ~ 


manufacture and programming and maintena»- 
You are not thrown to the mercy of vender 


& 
Sr AE Tt EASIeST tne oakiear SX-330 is! 
easiest full-service F&I computer 
learn how to operate...it’s the easiest 
use, 


Fastest fastest printing speed 


any F&I Comput 


Most reliable compictety sotia ce 


The Oakleaf SX-330 is the most reliable of Ss 


; F&I compute 
Only dealership 
F&I COMPUEE tne oakiearsx-sgq x. 


only computer specifically designed for autome: 
dealership F&I. No wonder jyy 


Call or write Barbara Porter, National Marketing Depe 
ment, (213) 989-5989, for more information on hoy - 
Oakleaf SX-330 will create an F&I profit center j, » 
dealership. 7 
Or send this coupon today. : 


14600 Titus Street 
Panorama City, CA 91402 


Address: 2: eee Se Ci eee 
\ RG cles )— 
er us sn en ee 


Telephone ( 


Banner year for recalls 


Emissions rules issued 
for heavy-duty trucks 


Oklahoma courts have 
no jurisdiction over New 
York car dealer in 
product liability 


Almost 9 million vehicles and more than 250,000 tires were re- 
called for safety defects during 1979 by the U.S. Department of 
Transportation. 

In 1979, domestic manufacturers recalled 7 million vehicles in 
205 recall campaigns. Foreign manufacturers recalled 1.8 million 
vehicles in 54 campaigns, bringing the yearly recall total to 8.8 
million cars, trucks, buses, recreational vehicles, motorcycles and 
mopeds. The federal safety agency reported that 52 of these recall 
campaigns involving approximately 3.7 million vehicles were in- 
fluenced by government actions or investigations. 

The four major U.S. automakers recalled 6.2 million of the 1979 
total. General Motors recalled 4.8 million vehicles; Ford Motor 
nearly 1.2 million; Chrysler more than 225,000; and American 
Motors 29,000. 

Most of the foreign vehicle recalls involved Volkswagen of 
America with almost 542,000 vehicles. Nissan Corporation of 
America (Datsun) recalled almost 296,000; American Honda over 
149,000; and Volvo of America an estimated 240,000 vehicles. 
While it may seem like a large year for recalls, it should be noted 
that since September of 1966, when federally-mandated recalls 
were effective, over 83.7 million vehicles have been recalled in 
2,926 campaigns. 

x** 
The EPA has issued a $950 million emissions control package for 
heavy-duty truck engines. Effective with the 1984 model year, the 
new requirements are expected to add $400 to the price of heavy- 
duty gasoline engines, and $195 to the price of heavy-duty diesel 
engines. In addition to meeting numerical standards, the EPA 
wants the standards maintained for “the average period of inservice 
engines” which will more than double the length of time that 
heavy-duty emission standards must be met. 

x * 


On January 21st, the U.S. Supreme Court in World-Wide Volks- 
wagen Corp. v. Woodson held that subjecting a New York auto- 
mobile dealer to the jurisdiction of Oklahoma courts just because 
the dealer could foresee that the automobile might be used and/or 
cause injury in Oklahoma is a violation of the U.S. Constitution’s 
Due Process Clause. The Oklahoma Supreme Court had ruled that 
the New York dealer was liable since out of state car dealers “de- 
rive substantial income from automobiles which from time-to- 
time are used” in Oklahoma. 

The U.S. Supreme Court disagreed saying that the Due Process 
Clause of the Fourteenth Amendment still requires that a state 
may not extend its jurisdiction against an individual or corporation 
with which it has no ties. The Court said that to rule otherwise 


is prepared by the Legal Group of the National Automobile Dealers Association. For further information or questions concerning the items 
eee ta tis column, write: Legal Briefs, NADA Legal Group, 8400 Westpark Dr., McLean, VA 22102. 
appearing : 
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Legal Briefs— 


IRS rules on truck body 
modifications 


Fed sues Fiat in rust 
recall controversy 


A reader asks 


every car dealer would in effect appoint his automobile to be his 
agent for service of process. 

Rather, the Court felt that the test should be whether or not the — 
automobile was put into the stream of commerce with the expecta- 
tion that it would be purchased by consumers in that jurisdiction. — 

xk * = 
In an IRS letter ruling (#7950017), the IRS ruled that custom-bui]¢ 
truck chassis serving as a mount for telescoping boom-cranes are 
not highway vehicles, and accordingly are not subject to the Fed- 
eral Excise Tax. The chassis are designed and specifically con- 
structed to serve only as mobile platforms for the operation of con 
struction-type equipment, and therefore according to the IRS are 
unrelated to the vehicle’s transportation function. 

In another ruling, the IRS ruled that the Motor Vehicle Excise 
Tax on Parts and Accessories applied to the sale of a wrecking 
hoist. The hoist was a hydraulic arm mounted on the subframe in 
the bed of a light-duty pickup truck. The hydraulic arm operated a 
sling which was used to tow automobiles. In the ruling (#7951 153) 
the IRS concluded that the function performed by the wrecking ~ 
hoist was related to transportation, and subject to the 10 percent 


Excise Tax on Motor Vehicle Parts and Accessories. 
kk 4 


The U.S. government has filed a $1.6 million lawsuit against Fiat 
arising out of inadequate recalls of 1970-1971 Fiat automobiles. 
The action filed in the U.S. District Court in Washington asks thar 
Fiat be ordered to recall Fiat 850s and Fiat 124s for rust corrosion 
defects which weaken the cars’ undercarriage, steering and suspey- 
sion. * 

Last March, Fiat recalled the same vehicles for rusting and of- r 
fered to buy back defective cars. In the lawsuit however, NHTSA 
alleges Fiat used “coercive tactics” to persuade owners to accept 
unreasonably low offers. Fiat characterized claims by the federa] 
government as groundless. 

xx 
A reader from Florida writes and asks the following question abou: ' 
an item in last month’s column: ‘In Legal Briefs last month you 
stated that AMC was the only automobile manufacturer falling 
within the FTC’s Franchise Trade Rule because AMC requires 
dealers to purchase more than $500 worth of signs and service ang 
marketing kits within the first six months of new business opera. 
tion. I had to purchase from my manufacturer far more than $509 
worth of materials. Why are they exempt?” 

ANSWER: The Federal Trade Commission’s Franchise Trade 
Rule, effective October 21, 1979, requires certain franchisors to . 
disclose details about business opportunities to prospective fran. 
chisees. In determining which franchisor falls within the scope o 
the Rule, one of the requirements is that there must be a paymen,» 
of $500 which inures to the benefit of the franchisor. Therefore, ; 
the franchisor sells a dealer signs, audio-visual equipment and the 
like at its cost with no mark-up, then according to the FTC Ruje 
no payment inures to the benefit of the franchisor. Therefore, a 
dealer could purchase thousands of dollars worth of equipment 
from the manufacturer, but if the manufacturer makes no profi 
is that equipment, then the manufacturer is exempt from the 
rule. 

Under these guidelines, the FTC has determined Volkswagen 
White Motor, General Motors, PACCAR, Chrysler, Internationa} 
Harvester and Ford to be exempt. This does not mean that the 
others are not, but only that the FTC has not determined that the 
other manufacturers or importers are exempt. 
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The Big Rigs 


An Uncertain Year 


ecade opening forecasts 
D almost without excep- 

tion contain elements 
most of us like to hear and many 
of us like to believe. Good 
things, the seers say, promise to 
triple or at Jeast double, and the 
bad things, if they don’t out and 
out decline, will most certainly 
level off and cease to be a prob- 
lem, ‘‘with the possibility of a 
brief aberration that should be 
of limited consequence.” 

The 1980 outlook is different. 

Industry reps predict a size- 
able downturn in truck sales— 
perhaps as large as 15 percent, 
and economists figure the en- 
tire automotive industry to re- 
main sluggish, at least through 
the first three quarters of the 
year. 

Double-digit inflation, they 
say, is a probability for the im- 
mediate future. So is the likeli- 
hood of a continued decline in 
the productivity of the Ameri- 
can worker. Expectations will 
go down, prices will go up. We'll 
have to do more with less. 

Predictions of boom times for 
the truck industry such as it ex- 
perienced in the early 1970s 
cannot be found. Everyone and 
everything seems uncertain, 
and the smothering fear is mar- 
ket performance will more 
closely resemble the dismal one 
of the mid-70s. 

The crux of the problem of 
course is energy—how to get it 
and how to pay for it. Reliable 
information on current gasoline 
and diesel supply, not to men- 
tion supply for years down the 
road, is spotty. Truthfully, pre- 
dictions as to how this situation 


This column is prepared exclusively for automotive executive by 


will affect truck buying in the 
coming years are only slightly 
more solid. 

Industry sources state that 
our crude oil supply, as of now, 
is adequate. It appears ample oil 
is available for the next six 
months, and we may even be 
shortly faced with a glut. Stocks 
are good. 

If any large or even mid-size 
supplier would shut down or 
severely restrict its output, 
however, all bets are off. The 
odds are however, diesel fuel 
and gasoline supply in this 
country would experience some 
degree of pinch, with the effect 


Expectations will go 
down, prices will go 
up. We'll have to do 
more with less. 


being felt some weeks after the 
cause. 

What prices will be de- 
manded for fuel by the end of 
the year is, if anything, even 
more of a mystery. Some are 
guessing the year-end mark for 
diesel will be at the $2.00 level. 
Others don’t think that is con- 
ceivable, but quite a few people 
fell short in their forecasts last 
winter. For the record, diesel, 
about $1.13 a gallon this past 
December, sold for about 66 
cents 11 months earlier. 

Probably the only immediate 
hope of beating this spiral lies in 
truck technology. Truck man- 
ufacturers are turning more and 
more to lighter components and 


Patrick R. Close, director of NADA’s American Truck fh 


Pat Close 


more efficient component ge. 
sign in an attempt to save fue] 
But it is definitely a slow Pro- 
cess. Engineering changes ye. 
quire testing, developing, cys 
tomer education, and ae. 
ceptance. The year 1980 will] see 
few major ‘‘breakthroughs’’ by 
the truck industry. 

The fuel efficient trucks eggy 
more, and the customer has jp. 
dicated some resistance to that 
He definitely has to be shown 
the long-term value of some of 
the newer features that appeay 
to take more money out of his 
pocket. Truck manufacturers 
could do more in thg 
respect—and further their ow, 
interest—by educating dealer. 
customers and drivers as to the 
virtue of the fuel efficient Vehi- 
cles. Fleets seem to be buy} 
economy and regular mainte. 
nance these days, but a fj, 
number of owner-operators go 
not seem to be as informed 
about some of the options ang 
need to be shown some regi. 
tance, perhaps, on their ge. 
mands for exCessive 
horsepower and extra chrome 

There’s been, of course 4 
rather swift change in the direg. 
tion of dieselization, and pj 
range diesels do translate into a 
large improvement for truck 
owners. It’s another examp]e of 
trade-off—engine cost for lower 
operating cost—and a los 
buyers are quick to see the vajye 
in that. 

The government’s response 
to the energy situation hag nok 
been what might have bee, en 
pected. The Emergency Ene 
Conservation Act of 1979 an 


Calers 


Division. All comments or questions pertaining to these columns should be addressed to: Pat Close, director ATD, 8400 Westpark 


Dr., McLean, VA 22102. 
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‘CALL TOLL FREE FOR 
NADA MEMBER PRICE 
800-548-7199 
INDUSTRIAL 
COMMERCIAL 
INSTITUTIONAL 

RESIDENTIAL 


WRITE: 
ENERGY SAVING PRODUCTS 
P.O. BOX 311 
BILLINGS, MONTANA 59103 


.| IN MONTANA CALL—406-252-0480 | 
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The ESP Energy Recirculating System gently forces the heat 
down to the floor to keep the thermostat satisfied. This greatly 
reduces the number of times your furnace is called on for heat. 


AS REPORTED IN THE MARCH 1978 AMERICAN TRUCK DEALERS NEWSLETTER 


Disperses fume and smoke build-up. 

Keeps merchandise at even required temperature. 
Increases productivity. 

Gives building a higher comfort level. 

Helps decrease absenteeism. 

Improves employer/employee relations. 

Eliminates mist in refrigerated areas. 

Assists air circulation. 

Reduces or eliminates dripping condensation from 
ceilings (rusting beams, etc.). 

Fans work tirelessly, 24 hours a day, 12 months of the year 
to maintain a constant comfortable environment for your 
employees. 

Consumes less energy than a 100-watt bulb. 


Na 
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courages the development by 
the states of standby rationing 
plans, and some things are fairly 
implicit: the enforcement of the 
55 mph speed limit, flexible 
working hours, and the odd/ 
even system. Other possibles 
though, such as a reduction in 
the work week, bans on driving 
certain days, restrictions on gal- 
lons purchased, and fuel 
coupons, raise large questions 
as to how the truck industry 
could operate under those con- 
ditions. 

We have made strides with 
the Department of Transporta- 
tion (DOT) through the Volun- 
tary Truck and Bus Fuel 
Economy Program. It’s comfort- 
ing to know the truck industry 
and government can work to- 
gether without regulation to- 
wards solving the energy prob- 
lem. The information exchange 
alone has provided valuable in- 


- 

What is troubling for the 
truck industry, though, is the 
lack of attention our efforts re- 
ceive by the rest of the govern- 
ment. The new windfall tax 
legislation has few, if any, 
provisions aimed at helping the 
truck industry meet the chal- 
lenges of the energy problem. 

Our country does not have a 
solid program for solving our 
energy woes, and it seems sen- 
sible to have industry and gov- 
ernment get together and draft 
recommendations on what 
should be done. 

The energy problem is here to 
stay. As leaders in the truck in- 
dustry, we should be taking 

to remove the uncertainty 
from our future. We must over- 
come our reluctance to address 
the energy issue just because it 
| is politically volatile. 

What is the answer? Maybe 
more education will help. A lot 
of us still are unsure of what we 
are confronted with. The truck 
industry faces an uncertain fu- 
ture, but it still has the oppor- 
| tunity to shape its future. It will 
take a little time and a little ef- 

| fort, but it is worth it! This year, 
1980, marks a turning point. We 
still have the chance to 

en the truck industry 
and obtain the solutions 
needed, but we have to do it 


now. & 


THEUNITED WAY 
ISAGIFT WEGIVE 
EACHOTHER 
FOR BEING HUMAN. 


ths. . : RX 
Sometimes it’s not easy being human. Medical libraries 


to each other and ourselves. 

It's all part of being human, and all part of why 
there’s a United Way. 

The United Way is an organization devoted to making it 
easier to deal with the problems of being human. An 
organization dedicated to making humanity more humane. 

And since each of us is responsible for keeping 
the United Way successful, it’s like a gift we-give to each 
other for being human. . 

A gift in the best of human traditions: 
sharing. Thanks to you. 


sy, 


Thanks to you, it works. For all of us. United Way 


Ad) 
Coane A Public Service of This Magazine & The Advertising Co ; 
3 Council 
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‘ . €- By Ron Rogers 
n the unlikely event you reals 

5 haven’t been paying attentios 

Chrysler's success at getting » 

$1.5 billion federal loan guaranee: 
. 


was not a matter of the goyers 
ment quietly acquiescing. 


It took a lot of convincing The * 
convincing, in turn, took a Jor » © 


work. 
According to a lot of obseryes 
both in and out of governmeng hy 


Chrysler effort, at a point very Jor: | 
in the game, was not ZOing well 
Some say, it was beginning to ow 
ground and, according to others 
the regression had the potengja} » 
be extremely rapid. 

What turned it all around? @ 
ganization and commitment: and 
say some of those responsible & 
that organization, that poin 
would be a good thing for deajos 
to remember. It could come » & 
handy again in the very new & 


Just as it appeared the Chrysler loan 


guarantee effort was all but defeated, an ture. 
organized push by NADA, Chrysler “At one point,” says Dodge 
Corp. and Chrysler dealers turned Dealer Council Civic A ffain 


Committee Chairman Lee Auge 
Dodge, Plymouth, and Chrwu. 
dealer in Belen, N.M., “T felt we 
definitely had to have some a 
ditional push or we were in a joy. 
trouble. We had a lot of legigj seus 
who would not make a con. 
ment one way or the other 
were sitting at a very, Very ojos 
edge, and there were just tog man 
left on the fence who could make 
very big difference.” 

The decision was subsequen: 


things around. 


ey 
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made to blitz Congress, especially 
with dealers. In the opinion of 
many who know, the last three 
weeks, especially the last two, 
made what was probably the cru- 
cial difference. 

But practically every move was 
srucial, and the backstage ma- 
neuvering really began about two 
months before the final show. At 
that time, the hearings started at 
the subcommittee level of both 
houses and the polling of the Con- 
sressional members began. A 
smattering of dealers and—es- 
secially—the law firm of Patton, 
Boggs and Blow were involved at 
this stage, meeting with the Con- 
sressmen individually, finding out 
where they stood. Congressmen 
like James J. Blanchard (D-Mich.) 
contributed their help too, push- 
ng their significant influence and 
trying to coordinate things. The 
measure could have died even be- 
fore it received oo emc 
“onsideration. But it didn’t. 

it eveler-dealer-UAW al- 
‘ence really did not lack for help. 
is addition to the Patton, Boggs 
snd Blow firm which was of par- 
Seular use in talking to the Demo- 
srats, Chrysler employed Bill 
Timmons, a legislative consultant 
who had worked with the Ford 
administration, and also Gary 
Brown, himself a former Con- 
n. 

* The Chrysler aid package did, of 
sourse, get through to the full 


committee level of the process 
and, for the first time, a large 
number of dealers began to get in- 
volved. Probably their biggest 
mission: to dispel the notion 
many Congressmen had that the 
issue was one of saving big busi- 
ness. 

Says Executive Director of 
NADA’s Legislative Group Tom 
Greene, “It was apparent early on 
that a lot of Congressmen knew 
very little about the situation 
other than what they had seen in 
the media. And the media’s im- 
pression of the issue was that of 
the nation’s 10th largest corpora- 
tion getting or not getting a prece- 
dent-setting loan guarantee.” 

With the cooperation of 
Chrysler, the dealers armed them- 
selves with a breakdown of all the 
dealers and all the Chrysler 
suppliers by Congressional dis- 
trict. That enabled the dealer- 
lobbyists to show each legislator 
what a Chrysler failure would 
mean in terms of economic impact 
in their own particular Congres- 
sional district. That, as it turned 
out, made a good deal of difference 
in the decisions some of the Con- 
gressmen made. 

The dealer organizers, such as 
Chrysler-Plymouth Dealer Coun- 
cil Civic Affairs Committee 
Chairman Lou Kasing, NADA 
First Vice President Wendell Mil- 
ler and the aforementioned Lee 
Auge, found that a lot of dealers 


had fairly close relationships with 
one Congressman or another. That 
proved to be the ace in the hole. 

With three weeks to go prior to 
the Christmas recess, a fairly de- 
finitive list had been compiled as 
to which legislators were uncom- 
mitted, committed or leaning one 
way or the other. Those who were 
considered questionable found 
themselves the objects of a massive 
onslaught. Approximately 150 
dealers stormed the Capitol in a 
one-day wave, seeking out their 
own Congressmen as wellas others. 

Says NADA’s Miller, “The ef- 
fort in that one day was so success- 
ful, many of the dealers decided 
the effort should be expanded as 
quickly as possible as much as 
possible. 

“Every zone office called every 
dealer, and they asked them to 
make, the following week, any ef- 
fort they could toward direct con- 
tact with their Congressmen. The 
response was unbelievable.”’ 

With now just two weeks left 
before the Congressional recess, 
the country’s Chrysler Corp. 
dealers almost overnight forged an 
impression that no person and no 
event had been able to form up 
until then. The several hundred 
who came to the nation’s Capital 
to visit their Congressmen that 
week, and the several hundred 
more who called and sent letters 
and telegrams, captured the atten- 
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Be a Winner 


at the lowest risk with 
hole-in-one 
insurance 


Promote your car dealership 
by giving away a New cor 

at a golf tournament - and 
get lots of publicity as a 
civic Minded individual - 
with no cost except the low 
insurance premium 


Sports Achievements 
Association offers hole-in- 
one insurance and handles 
the payoff. If there’s a hole- 
in-one, SAA pays promptly 
and makes auto dealers 
look great 


For example- 

A $6000 automobile 
prize with IOO amateur 
golfers on a 160 yard, 
por three hole nets 
approximately a $185 
insurance premium 


For a free quote, 
call Dennis Chase 
now at 

BOO 854-3527 

In Califomia, call 
714 957-6052 


Just give us 


@ the number of players 

@ the length of the hole 

@ the S value of the prize 
(we cover trios and other 
prizes, TOO) 


And we'll give you a 
great reputation 


Sports Achievements 
Association 

3198 F Airoort Loop Drive 
Costa Mesa, CA 92626 


tion and imagination of the Wash- 
ington and national press and fi- 
nally transmitted the urgency and 
import of the situation. The 
jeopardy could no longer be edito- 
rially or politically ascribed to a 
faceless big business corporation 
or to an even more faceless case of 
corporate mismanagement. 

NADA’s legislative offices near 
the Capitol Building were the 
headquarters for the dealer effort, 
and plans called for using the of- 
fices as a morning briefing area 
that next-to-last week for the 
dealers who would respond to the 
call and try the last-ditch effort. 
On the morning of an extraordi- 
nary Monday, however, 200 
dealers showed up, briefing plans 
had to be altered, and the momen- 
tum continued to gather. 

Dealers kept coming through- 
out the week and even into the 
next. They met their Con- 
gressmen one-on-one, they met 
them in groups, and they met 
other dealers’ Congressmen. 
When they were through, a bill 
that was adjudged by many to have 
not a lot of chance at all went up 
for vote on the floor with almost 
no chance to do anything but pass. 

Few Congressmen got the 
chance to feel alone. Dealers were 
asked to report back to NADA’s 
coordinating offices after their 
consultations and confrontations, 
and they delivered their findings 
about who would vote in what 
way. If a legislator had conferred 
with more than one dealer, the 
dealers’ conclusions were of 
course compared with one 
another. The conclusions were 
compiled in NADA’s tally room, 
and Auge and Kasing in particular 
analyzed those results and pro- 
ceeded with the task of “matching 
up.” 

The two dealers made sure any 
legislator still laden with doubt at 
that late date received almost im- 
mediately some kind of contact 
from a dealer or dealers from his 
legislative district. Often, the con- 
tact was a dealer friendly with or at 
least familiar to the Congressman, 
and in a few cases where such a re- 
lationship was especially strong, 
lawmakers were contacted one 
more time even if they were con- 
sidered to be rather adamant 
“NOs.” 

‘We tried to be pretty conserva- 
tive,’ says Auge, “in looking at 
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our vote picture. O 
nonbesitiwed our efforts 
people with whom we Ff 
chance, and we con 
hard.’’ 

They also took no ch 
made sure—sure as a? h 
sibly can—-that we had 986 [ 
thought we had. If there 5 slifl 
hint that something W it! 
away, we followed up 0? in Be 

The Dodge dealer not cst 
N.M., is of course rathe 
over the results of his ry 
he says he is almost aw© a 
took place in some ne ri 
number of minds yo: 
changed in some sta did? 
“shows that some peoP?® © 
up. Some Congressmer nin 
proached not just 10 © int 
but even found themsel¥ iled 
to dinner when they trav ed 
home. I’m convince 
was awesome.” 

In the end, almost 1, 
came to D.C. in the rer 
than two-week perio@, he 
less more helped in Kasil 
What has impresse yo 
much, though, is that ™ cng 
dealers had no previou® 
connection. mh 

“lm not an NADA mt 
he says, “but I’ve got of | 
tion. The way all er 
ers—Ford, GM, A ove 
others—pulled togethe? ef 
issue showed me the Pog 
broad dealer organi2s dof 
proved to me what cal at © 
the future. We don’t W?) 4a 


ith © 
ave 
at} 


] 
ances 
ybody 
e vOF 


0 de 
Onl 


the contact we have “a 
or the contact dealers : 
their legislative repres@ wht 
Auge put it this way: 08 
accomplished was the 70! 
hard work and, I think, 
gument. We were askin& we 
guarantee, not a loan, 2% ; 
asking a hard questi, 38, 
could you spend as jitt 
billion and save this ™ oi 
We tried every way ™ cg 
convince the Congre™ i 
think, that our cause W ust 
The lobbying task oa 
been perplexing to 5° 
dealers, because m4 
Senators and Congres*") 4¢ 
directly opposite 0 epell 
might have discerned 45 © yh 
record. Many of thos¢ fav 
traditionally voted ‘1? 
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ate Model concepts Hatchback Conversion for Our patented glass-to-glass Skylite T-Roof 
Orvettes, available on Grand Prix, Monte Carlo, Cutlass and 
Buick Regal. 
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M. 8Pproved T-Roofs for Chrysler The C & C simulated convertible for 1979 and 
0 for the Aspen, Volare, LeBaron, newer mustangs and the 1978-80 Olds Cutlass. 
doba and Mirada. 


Th 
SF 
Styl, UNroos in . : : : ; 
4 Universal glass pop-up sunroof The ultimate in roof concepts for the Firebird and 


Camaro in optional black or standard chrome. 


Wh 
Veni Ww 


8 « 
Cle C — The Ultimate Special Cais é& hig 
\ Mpany”. We mean it. $ 0 


12500 E. GRAND RIVER AVE. BRIGHTON, MI 48116 
1-800-521-9753. In Michigan (313) 227-1400. 


A lot of dealers are just 
not aware of how 
much influence they 
have with a 
Congressman. 


(CHRYSLER From Page 24) 


the auto industry’s position didn’t, 
and the reverse was true. 

The explanation may be that in 
the minds of many of the legis- 
lators, there was a larger, overrid- 
ing issue: government interfer- 
ence in private business. Many of 
the same individuals who voted 
against the formation of the Con- 
sumer Protection Agency and 
against other legislation incor- 
porating similar philosphy, also 
voted against Chrysler. They 
would not be swayed, and it made 
little difference to many of them 
that the government may have al- 
ready intefered with Chrysler by 
virtue of the fuel economy and 
safety regulations. Some of the 
legislators, in fact, could not ap- 
preciate the economic impact the 
regulations have had on Detroit, 
and some close their arguments 
with the opinion that the fuel 
standards have actually saved De- 
troit from a worse dilemma than 
it’s now in. 

There has been, however, a rip- 
ple of movement in Congress re- 
cently toward doing something 
about controlling some of the reg- 
ulations that have been pouring 
out of the bureaucracy. Some of 
the talk has mentioned rollbacks. 

At least some dealers, including 
Miller, believe dealers ought to 
mass against the ‘‘excessive”’ regu- 
lation as forcefully and totally as 
they did in the face of the latest 
crisis. “If we don’t move against 
these air bag and emissions and 


fuel economy regulations an 
schedules quickly,” Miller ani 
“nothing else is going to make. 
lot of difference. A 1976 Con a0 
sional report—AE mentioned it 
indicated that (regulatory 4, 
mands) could conceivably Ree 
the manufacturers. That’s a Con 
gressional report, mind yoy en 
I’d say its prognosis has come « 
pass. Id say the agencies are dow 
things completely irresponsibly 
without regard to what’s going . 
in the world, and I would ho ela 
can do something about i 
Lee Auge seems to largely apre 
with those sentiments, ana 
says dealers could change the reo ® 
ulations if they’d get together = 
lot of dealers,” he says, ‘are a. 
not aware of how much inflpes 
they have with a Congresesais 
They showed their power me ” 
way in the latest effort py rs 
manner in which they were able: 
band together friends and eatin 
and people with politica} infh 
ence in order to change the flow 
“Dealers have said to me ie 
do I know my Congressman i 
see me?”’ The answer is, if val ' 
constituent and you've go¢ «< be 
thing to say, they'll see you at 
As Tom Greene put it recen: 
‘‘When a dealer or a pa 
dealers go into a legislator’. . 
and talk about their num A 
employees, their total payroll 
the amount of taxes they ol 
the Congressman’s area, Baie : 


closer to home than they could 


they took the next chartey » 
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Have we got a number for you! 
It’ 8-0501* 
: Sei Dial ee Ms 
- |-free phone line 
ie And it’s available 
3 Ss a year. 
al Dele” is your personal 
connection, because you'll talk to 
people who speak your language. 
People like Tammy, Hazel and Joe. 
They re well-trained audio 
advisors who can help solve your 
problems. Because they're ready to 
answer just about any question you 
might have on Delco-GM factory 
sound systems—from general 
product information to policies and 
procedures. And if they don't have 
the answer at hand, they'll run it 
down. Follow-through is the 
hallmark of our program. 


Right off, they can take 
some of the guesswork out of your 
life. By helping you select sound 
systems for factory installation. 
They'll match car models with 
buying patterns and trim levels to 
help you make the right choices. 

Of course, they've got information 
on model availability, speaker 
combinations and installation kits. 
In fact, on Direct-Ship Orders, they 
can handle all the details 

If it's a service question—trouble- 
shooting or “bug” hunting—“’Dial 
Delco” can help you there, too. 

Or if you need to contact your 
local Delco Electronics field specialist 
—fast! That's also part of the service. 

Even for pricing and Credit/ 
Return information. Or for checking 
status of orders. The “Dial Delco” 
team is at your call. 


Experience. Dedication. 
And action. That's why the 
“Dial Delco” program is such a 
success. And so widely imitated. 
But there's only one “Dial Delco” 

And it will become even more 
valuable in the future, as more and 
more electronics from Delco-GM 
appear on GM vehicles. “Dial Delco” 
will be your personal connection 
for those electronic products, too. 

So don't just yell for help. Call 
up a friend. Charlene, Betty, Carol, 
Sherry or any of our advisors at 
(800) 428-0501* We invite you 
to make it a habit. 


*In Indiana (. 800) 382-0531 
Delco Electronics 


alo 


Division of General Motors 
Kokomo, Indiana 


Hire More Workers... 


The Targeted Jobs Tax 
Credit program is being 
praised by businesses for 
its lack of red tape, 
willingness of new 
employees and the hefty 
tax brakes it offers. 


relatively new federal pro- 
A gram is proving to be one 

way small businesses can 
increase their work force and gain 
a hefty tax break in the bargain. It’s 
the U.S. Labor Department’s 
Targeted Jobs Tax Credit 
program—or TJTC, for short. 

The program, initiated last May, 
is aimed at placing workers from 
seven “targeted’’ groups into jobs 
provided by private employers. For 
hiring and training these men and 
women, employers can qualify for 
federal tax credits of up to $3,000 
for each worker during his or her 
first year on the job and up to 
$1,500 for the second year. 

One feature of TJTC that is 
being praised by companies al- 
ready participating in the program 
is the lack of red tape and pa- 
perwork usually associated with 
government programs of this type. 

“| . there is little or no red 
tape for the employer,” explains 
Secretary of Labor Ray Marshall. 
‘Local agencies handle most of the 
administrative details. They 
screen potential employees to de- 
termine their eligibility and give 
them vouchers for presentation to 
employers. When a company hires 
an eligible worker, the voucher is 
sent to the State Employment Se- 
curity Agency to be certified. 
Within three working days the 
agency will send the company all 
the documentation needed for tax 
records.” 

To be eligible for TJTC tax sav- 
ings, employers must hire workers 
from one of the following seven 
target groups: 

e Handicapped persons referred 
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Pay Less Taxes 


\, 


from vocational rehabi];;.-; 
programs or the Vena — i 
istration; 

© Young people 18 through 
who are members of economical!) 
disadvantaged families, 

e Recipients of Su , 
Security Income (SSI) ‘Pplements 

e Vietnam-era vetera 
35 who are economically Fes 
vantaged; 3 

e Persons who have receive! 
ig assistance for 30 or mos 

¢ Youths 16 through 18 per 
ticipating in cooperative ie 
tion programs; or 

e Ex-offenders (felons) wh 
economically disadvantaged. wt 
are hired within five Years ies 
conviction or prison releage 

The employer, of course jase 
final say on who—if anwanl : 
hired, what job the applicant wi 
fill, and what the salary wy) he 

Tax credits can be as much as> 
percent of each TJTC wo oa 
first $6,000 in wages paiq a . ; 
the first year of employm een 
maximum of $3,000 per em xa 
and 25 percent of the firgy Teel 
in wages paid during the 
year of employment (a mae 
of $1,500 per employee). = 

‘The actual amou 
credit will vary,” says Lal = 
tary Marshall, “‘dependj,, 
company’s tax brackey . he 
business deductions, ang 4 os 
ary of the new employees . 

Here’s a step-by-step b ; 
of exactly how the Tarpeail e 
Tax Credit program Works. Ie 

e Government a8encie - 
other organizations that se, 


ee Ste 


wo Lee 


Cees: 


Ee 
3 
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targeted workers—such as CETA 
(Comprehensive Employment and 
Training Act) program sponsors, 
vocational rehabilitation agen- 
cies, welfare agencies, and Social 
Security offices—issue eligibility 
vouchers to their clients. 

@ When workers apply for jobs, 
they show the employer their vou- 
chers. 

e After an eligible worker is 
hired, the employer answers a few 


simple questions on the voucher 
and mails it to the local Job Service 
office. The information required 
on the voucher is simply the name 
and address of the firm; the com- 
pany’s IRS identification number; 
job title of the person filling out 
the voucher; and the starting date 
and starting wage of the employee. 

¢ The Job Service sends a cer- 
tification form on each worker. 
This form provides all the evi- 
dence required to claim the tax 
credit. 

¢ Claim the tax credit by filing 
IRS Form 5884 with the firm’s fed- 
eral income tax return. 

In some cases the tax credit can 
be applied to people already on a 
company’s payroll. Generally, the 
employee must have been hired 
after September 26, 1978. And the 
credit applies only to wage costs 
incurred between January 1, 1979 
and December 31, 1980. 

An employer cannot claim 
credit on employees’ wages while 
receiving federal government 
payments for on-the-job training 
for the same employees. Credit 
can be claimed on certified 
employees as soon as they com- 
plete training, but the training 
period counts as part of their first 
year of employment. 

The first-year wages on which 
an employer can claim credit can- 
not exceed 30 percent of the total 


4a 
wages subject to eum 
employment insuraneg | 
to employees during ¢ 
ear. . ) 
' The credit is limited 
cent of a firm’s tax a 1 
other applicable reduc ‘full’ 
company cannot claim ‘on! 
because of this limita0™ ) 
carry unused credit ny 
years or forward sev", 4 
firm’s business expens© 
for wages is it. 
amount of the tax a jai! 
A company can 
the TTC and the WINMW vet 
credit on the same ot in Bi 
Companies interest® can 
TJTC program workers net 
in contact with Plog 
employees by contact 50 
Job Service office or 497 fy 
organization serv? p10 
workers, such as CE 
vocational rehabilit@ 
cies, welfare agencies vet 
Security offices. Ea 
specify they want wo! 
for the Targeted Jobs 3 wi 
when placing job orde? 
ob Service. . fowl 
' For more complete img 
about the TJTC progy aii 
ers should contact 4/0 one 
vice or IRS office. Pho?” gig 
for Job Service state “ved 
of Targeted Jobs 14% 
listed below. 
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Statewide TJTC Information Numbers 


California 
Colorado 


Florida 


Georgia 


Kentucky 
Louisiana 


Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 


205-832-5313 Montana 
907-465-2779 Nebraska 
602-253-1133 

501-371-1893 New Hampshire 
800-952-5606 New Jersey 

303-839-5833/x270 New Mexico 

203-566-8060 
302-368-6876 
202-724-3960 
904-487-1260 
404-656-5777 

808-548-6376 
208-384-2645 Pennsylvania 
312-793-4218 Rhode Island 
317-633-5729 

515-281-3685 

913-296-2100 

502-564-5331 

504-342-2932 

207-289-3901 

301-383-7500 Virginia 
1-800-392-6209 Washington 
313-876-5204 West Virginia 
612-296-6415 Wisconsin 
601-961-7529 Wyoming 
314-751-3215 


AUTOMOTIVE EXECUTIVE, MARCH, 1980 


Ray 
Fay 
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Ay Pay ce Dealer Communications—two vital computer systems—for almost the price of one. 
hn "a angands More for two systems, when end up with a deal that's both faster and fatter. 

Oy Want only Auto Tell—can give you every- Looking to the future, you can plan to com- 
yoOk ato NOne Compact package? puterize other functions like Accounting, Payroll, 
smi ou Ur deal this way: Inventory Control, and Sales/Service Merchan- 
My lt le Dealer C dising at minimal additional cost. 

SU to _~'S yo Since our customer representatives have 

USuall dealer and factory backgrounds, they'll be there to 
answer your questions and solve your problems. 
Ty You can count on it. 

If you're in our 
marketing area (East of 
the Mississippi), and 
would like to see a 
demonstration, give us 
a buzz or send the cou- 
pon. Find out the happy 
details of our Double 
Duty, 2-for-almost-the- 


& 


Mata; Duy 
Q, Ts ) 
R Coy “~=" Auto Tell Services, Inc. 

771 East Lancaster Avenue 
Villanova, Pa. 19085 
800-523-5103 (In PA 800-362-5538) 


“a Shia Se 
Ny ash’ 150 : 
S S L I'd like to see a demonstration 

CL] Send me more information 


2 for 1" sounds like a good deal 


Dealership 


Address 
City 


| 
| 
| 
| 
sion Hislossnmas ge ST ERC | price-of-1 offer. 
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The Obey-Railsb: 


Under the guise of election reform, 
this bill would sharply reduce the 
contributions a political action 
committee could donate to a 
House candidate. 


By Charles Ing 
NADA Legislative Group 


n October 17, 1979 ¢h 

United States House of Rep 

resentatives took ye 
another step in further restrictim: 
the ability of American Citizenss 
participate in the electora] pre . 
cess. 

Acting without any commite sa 
hearings and under the gyise 
election ‘‘reform,”’ the Hops 
passed by a 217 to 198 vote & 
Obey-Railsback amendment Th» 
amendment, which Proponen® 
attached to a then rather iri 
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*k Amendment — 


ous Federal Election Commission 
Authorization bill, sharply re- 
duces the amount a political ac- 
tion committee (PAC) can con- 
tribute to a House candidate. 
Current law allows a candidate 
to receive up to $10,000 per elec- 
tion cycle—$5,000 in the primary 
and $5,000 in the general election. 
The Obey-Railsback amendment 
would reduce to $6,000 the total 
amount receivable. Of even 
greater significance, the Obey- 
Railsback amendment places a 


limit of $70,000 on the total 
amount of money a candidate can 
receive from all PACs. 
Proponents of this change in the 
election law work under the basic 
assumption that campaign funds 
contributed to political candidates 
by PACs distort the integrity of 
the political system, i.e., elected 
officials become responsible to 
special interests. The glaring fal- 
lacy in this assumption was read- 
ily observed by Congressman 
Mendel Davis (D-S. C.) on the 


House floor when he stated that, 
“if receiving money from interest 
groups is bad, does receiving less 
money make it less bad?”’ 

Presumably, the integrity of the 
political system is distorted in di- 
rect proportion to the amount of 
money contributed by PACs as the 
movement to restrict PAC con- 
tributions has accelerated in re- 
cent years as the number of PACs 
and the amount they have con- 
tributed has increased. Common 
Cause, a strong proponent of PAC 
limitations, clearly amplified this 
precept during testimony before 
the House Administration Com- 
mittee when it stated: 

“Perhaps nothing does as much 
to undermine the public’s image 
of Congress and its ability to per- 
form on behalf of all our citizens 
than the ever-increasing role of 
special interest group money in 
Congressional campaigns.” 

In direct conflict with this posi- 
tion is a study performed by the In- 
stitute of Politics of the John F. 
Kennedy School of Government at 
Harvard which concludes that ad- 
equate campaign funds are neces- 
sary for competitive elections. 
And in fact more, not less, money 
is needed for most campaigns. The 
infusion of adequate campaign 
funds into an election stimulates 
greater voter awareness and par- 
ticipation. To try and limit this 
stimulating force with the Passage 
of the Obey-Railsback amend- 
ment is an unhealthy exercise. 

What is interesting about the 
position that candidates, once 
elected, are being manipulated by 
special interests is that “none of 
the bill’s supporters,”” notes Con- 
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“Now, if you can buy a 
member of Congress 
for $5,000, can you buy 
60 percent of one for 
$3,000: That is 
nonsense.” 


gressman Bill Frenzel (R-Minn.}, 
“has been able to identify any 
House member who has been un- 
duly influenced by any interest.” 
And it is highly unlikely that they 
will be able to construct such a 
corollary. 

With elections now costing in 
the hundreds of thousands of dol- 
lars, a small fraction of that total 
in the form of a $2,500 to $5,000 
contribution will hardly serve to 
unduly influence a legislator. Of- 
fers Congressman Robert Badham 
(R-Calif.), “Now if you can buy a 
member of Congress for $5,000, 
can you buy 60 percent of one for 
$3,000? That is nonsense.” 

States South Carolina Republi- 
can Carroll Campbell, “I do not 
think a PAC is going to buy itself a 
Congressman in these days... 
where we are looking at the cost of 
over $200,000 per election as the 
average.” 

While the nature of politics 
lends itself toward flexibility on 
the part of a politician, careful ex- 
amination of a legislator’s voting 
record over a period of years will 
uncover his or her basic philoso- 
phy. 

Usually Congress amends an 
area of the law in need of repair. 
Unfortunately, the action taken 
by the House on the Obey- 
Railsback amendment fails to con- 
form to this basic rule of thumb. In 
this instance, the House passed a 
bill addressing the unsubstan- 
tiated premise that the increased 
number of PACs and the amount 
of money they contribute to polit- 
ical candidates is somehow 
tainted and therefore unhealthy 
for our electoral system. 

Assuming for a moment that the 
Obey-Railsback amendment 
passes the Senate, what does this 
proposed alternative hold in store 
for the electoral process? The most 
damaging aspect of the amend- 
ment is the adverse effect it will 
have on citizen participation. Re- 
strictions on PACs in the nature of 
those incorporated in Obey- 
Railsback will retard participation 
in the election process. Propo- 
nents either fail to realize or refuse 
to acknowledge the fact that PAC 
contributions are comprised of 
money given voluntarily by in- 
dividuals to a particular group. 

In an age where political parties 
are losing their appeal for many 
Americans, and indeed the entire 


political process is comin 


stitutions which serve to encour 
age participation in the elector! 
process. 

NADA’s PAC, the Dealers Flee 
tion Action Committee (DEAC 
is a perfect example of thy 
phenomenon. DEAC has seryed » 
encourage thousands of franchise! 
dealers to become directly jp 
volved in the political process po 
only financially, but in 4 par 
ticipatory role as well. It is a eyp. 
ous logic which seeks to fyrthe: 
retard citizen involvement jp 


electoral process already heayh . 
criticized for low voter particip: © 


tion. 

While the Obey-Railshact 
amendment portends a cloudy & 
ture for furthering the goal of cin 
zen participation in the elector 
process, it also serves to constrc 
additional barriers for those i 
dividuals seeking to challence » 
incumbent for a political office » 
other words, this is an incumben= 
protection bill. 

Incumbents currently hold 
tremendous advantage Over a» 
potential challenger. By the yer 
nature of their office, incumben™ 
enjoy high name recognition and: 
ready access to the press. Majlin 
privileges (which are paid for 3 
taxpayers’ expense), districe o 
fices (also paid for by the taxpaye’ 
free travel and a host of other pol 
ical advantages are available to» 
cumbents. Given these inhere® 
advantages, challengers, in 
cases, have to spend more mop: 
than an incumbent if they hone: 
mount a successful campaign. ? 
restricting a potential soyree - 
revenue available to cha}j 
the powers of incumbency takew 
an even greater significance Jf 
were not the case, why did Hos: 
Republicans vote overwhelming’ 
against Obey-Railsback? gun 
Republicans, being the mina 
party, would have rushed to 
port any amendment thaz 
foster a More competitive politi 
atmosphere. 

PAC contributions Not op 
serve to offset the Perguisit 
available incumbents, by, & 
allow competition among ca» 
dates with varying degrees of » 
sonal wealth. If PAC conn 
tions are limited, an ASDirine © 
didate with a modest ine 
would be hard-pressed tg comp > 


under 
attack, PACs are one of the few im 
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Leasing Is here to stay. 


GMAC is here 
to finance your leasing. 


Anybody who sells GM cars and trucks and doesn’t 
know the ins and outs of GMAC Financing is pretty hard 
to find these days. 

But how many of you are familiar with our 

broad range of lease financing plans? 

We offer you fleet leasing, consumer leasing, big ticket, 
open-end, closed-end...GMAC handles ‘em all with 
expertise. And with GMAC there is a consistent availability of 
funds, simplified billing procedures and nationwide service. 

So if you'd like to know more about leasing, and why 
over 5,000 GM Dealers choose GMAC for their lease 
financing, give your local GMAC branch a call to 
learn how a GM Dealer can do it all. - 


» I 


FINANCING 


Complete Dealer 
Financing Services 


‘ 


. . . this amendment 
is but the first step 
toward adopting a 
public financing 
program for 
Congressional 
campaigns. 


effectively against a rich candidate 
who, as guaranteed under the con- 
stitution, can contribute as much 
as he wants to his political cam- 
paign. Observed Congressman 
Frenzel, ‘‘PAC contributions are 
often the only balance to rich can- 
didates.” 

This is not to infer any negative 
connotation on wealthy candi- 
dates. To the contrary, many of 
our most able legislators are quite 
well off financially. Rather, it is to 
ensure that the vast reservoir of 
qualified men and women who 
cannot meet these financial de- 
mands will not be dissuaded from 
participating in our electoral pro- 


cess. 
Aside from the participatory 


> 
is erected, the ability to ca 4 
compete in a political campai 
will come to depend more ani 
more on a candidate’s individu: 
wealth or some form of public 
financing. 

The arguments against pybi: 
financing of congressional cap 
paigns are voluminous. But just» 
give some idea of the adverse e 
fects of such a program, let's we 
view for a moment a few of ¢h: 
problems inherent in this Concept 

Since 1973 America’s t 
have had the opportunity to dese 
nate one dollar of their taxes f& 
use in financing presidentia] cam 
paigns. Interestingly enough, they. 
percentage of taxpayers Using the 
check-off system over the past five 


a 


impediments which Obey- 
Railsback would inflict on the 
electoral system, the enactment of 
this amendment would also serve 
to nurture the public financing 
movement presently underway in 
the Congress. 

Most proponents of Obey- 
Railsback appreciate the fact that 
this amendment is but the first 
step toward adopting a public 
financing program for congres- 
sional campaigns. As stated by 
Common Cause Vice President 
Fred Wertheimer, ‘‘the key step 
now is weaning candidates away 
from the current system of financ- 
ing campaigns.”’ Once this is ac- 
complished and yet another bar- 
ricade to voluntary contributions 
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years has never exceeded 3p 
cent. Thus, despite claims sur 
porters of public financing that 
public favors this approach, a= 
view of their actual performas: 
in this area seems to indice 
otherwise. 

States Illinois Republican 
ert Michel, “After five years of 
tensive propagandizing fo, 
financing, five years in w 
every conceivable argumene 
been used to convince . 
payers into designating one , 
of their tax money to fund : 
tial campaigns, more than 70 
cent have in effect saiq « 
When given a free Choice 
overwhelming majority of Aw. 
ca’s taxpayers have faileg 4 


dorse public financing. An already 


“, tax-burdened America apparently 


has rejected the concept of sub- 
sidizing ‘‘balloons, buttons, and 
bumper-stickers’” for congres- 
sional candidates. ian 
Future passage of public financ- 
ing legislation would also signify 
the creation of yet another large, 
expensive and undoubtedly inef- 
fective bureaucracy. By March of 
1979 the Federal Election Com- 
mission still had not completed its 
audit of President aha 1976 
campaign. While there were cir- 
caices pending which inhib- 


. ited the FEC’s ability to perform 
» an expeditious audit; neverthe- 


less, it is clear that a great deal of 
time is required to examine na- 
tional elections. This being the 
case, how could one expect a com- 
petent evaluation of every con- 
gressional race, unless of course 
the FEC grossly expanded its per- 
sonnel? And even with that, one 
has to wonder whether anything 
but a cursory review of campaign 
contributions could be ac- 
complished. ~ 
A Washington Post editorial 
specifically addressed this point 
during House Administration 
Committee hearings on public 
financing bill H.R. 1 when it said 
that “the drafters of H.R. 1 propose 
to dish out public aid to politicians 
willy-nilly, with few of the admin- 
istrative safeguards Congress de- 
mands in connection with... 
other federal payments.” | 
But despite the unmanageabil- 
ity and high costs associated with 
public financing, the most adverse 
eect of such a program relates to 
the unfair political advantage af- 
forded incumbents under this 
concept. If limitations of PAC 
contributions would serve to place 
challengers in a disadvantageous 
position, the prospect of applying 
oublic financing to congressional 
campaigns merely exacerbates 
this problem. Since receiving fed- 
etal monies would be contingent 
upon adhering to a spending lim- 
tation, the ability to raise the 
funds necessary to offset the ad- 
vantages of incumbency would be 
geatly restricted. 

Extended examination of the 
verils associated with public 
tinancing and PAC reductions is a 
limitless task. However, the more 
one examines this issue the more 

ne-understands the threat to our 
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electoral process. As noted by 
former White House Chief of Staff 
and now Congressman from Wy- 
oming, Richard Cheney, “Under- 
financed campaigns and unneces- 
sarily restrictive and burdensome 
regulations lead to less voter 
awareness, less electoral competi- 
tion, and lower rates of political 
participation.” 

As these inhibiting factors con- 
tinue, elections will come to be 
determined more and more by 
only a handful of the total number 
of eligible voters. The possibility 
of creating an electoral elite is real. 


Congress should fight this at- 
tempt to inhibit political advo- 
cacy. PAC contributions are not 
immoral; they are not illegal; they 
are but one exercise in free speech. 
Rather than placing restrictions 
on PACs, Congress should en- 
courage the formation of even 
more PACs. 

As of this writing, the FEC Au- 
thorization bill, S. 832, is awaiting 
action by the Senate. Hopefully, 
the commitment toward free 
speech and an expanding voter 
populace will ultimately prevail. 
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DEALERS WHOLESALE 
AUTO AUCTION REPORT 


Reports current sales data from major auto auctions 
as an aid to more accurate appraisal of used cars. 
Values are wholesale by car condition and there are 
high and low mileage tables. 

Up-to-the-minute information at your fingertips, a new, 
updated edition every two weeks. 


Domestic and Imported Cars and Light Trucks 
26 Issues a Year 


Please enter our order for 


26 issues per year. 
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SUBSCRIPTION ORDER FORM 

ee 

National Automobile Dealers Used Car Guide Co. 
8400 Westpark Drive, McLean, Va. 22102 


New © Additional 0 
annual subscriptions to NADA Dealers Wholesale 
Auto Auction Report published every other week, 
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‘YOUR RIGHT TO KNOW 


Speaking Out 


For 
Small 


Business 


The wife of a Florida import car 
dealer is using radio commentaries 
to tell the public what the small 


businessman is up against. 


By Dave Conrad 


BE ehind every great man, there 
is a woman, so the saying 
goes, but in Florida, a 
Clearwater dealer’s wife seems to 
be right alongside her husband 
when it comes to how she views 
many of the subjects that affect 
not only today’s dealer, but all 
small businessmen as well. 

Jim McFrederick runs Globe 
Auto Imports in Clearwater. 
Globe sponsors a series of 90- 
second commentaries, offered by 
Jim’s wife, Pat, on radio station 
WAZE in Clearwater. The series is 
entitled, ‘“Your Right To Know.” 

“IT started the commentaries 
about two years ago,’’ says Pat. 
“Through discussions with our 
friends and associates, we discov- 
ered that unless you were self- 
employed, you really have little 
idea as to the regulations the small 
businessman has to put up with on 
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a daily basis from the government. 
We just felt that, perhaps, by doing 
this (the radio program), we could 
better inform the public of what 
the small businessman is up 
against.” 

“We have found,’’ adds Jim, 
“that where we live, most of the 
people are employed by a large 
corporation such as Honeywell or 
Sperry-Rand and had just a totally 
opposite view of what we had as to 
what was required of an employer, 
how business people treat con- 
sumers, and how the car business 
is run. After a discussion with 
them, we’d come home frustrated. 
They just have no conception of 
what it’s like to be in business.” 

The McFredericks have also 
found that the listening audience 
has definitely been enlightened by 
the program. Pat feels this is 
largely because reading for most 
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a a is limited to the ne < 
or E magazine, w 
does quite a bit of ic- dep 

for the program. And o¢ cay 

guests make the program ey 

more informative. 

There have been many f, 
paces and even re ; 
copies of scripts. WAZ 
them a 50 percent dig eee 
what is normally chargeg to air” 
program. And the station choi 
the broadcasts were 80 cogensy 
they’re now being aired tain 
day instead of only ONnce—_pnee 
the morning and once in the 
ning. 

Mrs. McFrederick, wh be 
ground in radio is limit 
ing “studied it a little i, 
calls her commentaries, facie 
conservative. 

“T sometimes hit 9 
sues,”’ she says, “but cal 


say it’s more of a comment on na- 
tional affairs.”’ 

Subjects covered range from the 
Equal Rights Amendment and 
selective service to voting rights 
for the District of Columbia and 
gambling in Miami. Pat steers 
clear of foreign affairs though, due 
to her limited knowledge in that 
area. But it’s not all hard and sober. 

Last Christmas, she discussed 
why Santa Claus might be late. It 
seems that a group of bureaucrats 
visited the North Pole to inform 
the jolly old elf of some DOT 
regulations—regulations that 
might have turned the night before 
Christmas into the week after 
Christmas. 

“As a result of the radio spots,” 
she interjects, “I’ve been asked to 
do a guest editorial once a month 
_ forthe local newspaper.” — 

Do listeners know she is con- 
nected with her sponsor through 
marriage? 

“Vm not sure they would know 
at all,” says Jim, ‘since the name 
of the business is Globe (and not 

_ McFrederick).” 

The man from Globe goes on to 

say that he thinks the broadcasts 
<, have “brought a lot of prestige to 
the dealership. We listen to the 
commentaries there every day. 

It certainly has opened up a lot 
of doors, such as with the local 
banks and professional associa- 
tions we deal with. a 

“It’s opened up a lot of identifi- 
cation for my wife,” he continues. 
“She has become a very recognized 
figure in the community. She’s 
been asked to be on the board for 
probably the biggest charitable or- 
ganization in Pinellas County, as 
far as retarded children go. She’s 
also been asked to be on the board 
. forthe YMCA.” 

jim has never wanted Pat to take 
ajob in the dealership, but he does 
like for her to stay involved with 
it. 

“I don’t believe in nepotism,” he 
says, “but this is one way that she 
can know what I’m doing 12 hours 

_ aday and have some idea of what a 

_ difficult business this is. It gets her 
familiar with the rules and regu- 
lations of the government. | 

“She was never on my side until 
recently. Now she’s more sym- 

pathetic. I think she’s now got a lot 
of compassion for how I feel on 
things like the cost of advertising, 
‘ minimum wage, inflation, and 
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OSHA regulations. 

“It’s gotten her involved,” he as- 
serts. ‘‘She writes letters to Con- 
gressmen for me and handles most 
of my correspondence. 

‘Pat has represented all the im- 
port dealers in upper Pinellas 
County in Washington. The 
Clearwater Auto Dealers, know- 
ing what she does, have voted for 
her to represent them in Washing- 
ton. 

“The program has led to these 
kinds of things.”’ 

It’s almost a one-woman show. 
Pat does all her own research, writ- 
ing and producing, and eventually, 
hopes to syndicate the show. 

The show has matured a lot in 
two years, says Jim, but it “would 
have to mature more (to be syndi- 
cated). It will be a big commit- 
ment.”’ 

“Nothing’s really come of it,’’ 
Says Pat. ‘‘We really haven't 
worked on it that hard, but the de- 
sire is still there.” 

In the meantime, however, if 
anyone were interested in doing 
something like this on their own, 
the McFredericks would be glad to 
help. 

Naturally, one of Pat's favorite 
topics is the auto industry. She of- 
fers her views on that subject: 

“T think it’s a shame that 
Chrysler is in the position it is. I 
feel that’s due to government regu- 
lations. I’m not sure the taxpayers 
should be bailing them out, how- 
ever, I don’t feel they would be in 
that position if it were not for try- 
ing to meet the Department of 
Transportation and EPA stan- 
dards.” 

Hitting closer to home, so to 
speak, she feels ‘‘the import 
market is very big right now, but 
I’m a little bit afraid, perhaps, of 
some type of more stringent regu- 
lations on importing cars since 
they do have a big share of the 
market right now. I would hate to 
see that happen. 

“Other than that, as a whole, I 
think it’s probably one of the har- 
dest businesses to be in, in the 
United States. 

“But I think it’s a fantastic in- 
dustry,’’ she concludes, “and I 
think it’s probably the 
mainstream of America, providing 
many, many, many jobs. As far as 
we're concerned, on a personal 
basis, I think it’s been a fantastic 
industry to be related to.” feo 
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Taki 


‘Buy 


Message 7 


A major public relations and 
advertising effort by NADA is telling 
American motorists why they will be 
dollars—and gallons—ahead with a 
1980 automobile. 
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T he majority of America a 
owners would be better 
with a 1980 vehicle—™ 
the National Automobile Des * 
Association is telling them se 

By means of a nationwide 
paign unveiled in Detroit Jane * 
10, NADA is taking the mess — 
to the public that motorjses. * 
save themselves money» 
gasoline by trading older cars 
new, more fuel-efficient mod 
At the same time, it’s ber * 
pointed out, this will help the ’ 
tion combat its growing enc * 
problems. 

The theme for the multj-me * 
“Buy Now” program ig “By © 
1980 car: It’s a good time to dew ™ 
your energy independence ” 

Four days after the camper 
was introduced, a group of NA” 
officials visited the White He * 
to discuss a number of issues» 
President Jimmy Carter Py * 
that meeting President Career® 
briefed on the new program —* 

Speaking of the White He * 
meeting, William C. Does * 
NADA president at thar oF © 
said, ‘The 21,000 franchiced® 
car and truck dealers | repre 
now are in a precarious pos 
because of slow sales cayee 
high interest rates and yncer® 


-_) 


 § 


~The 


Now 


The People 


‘We have surveyed 50 radio 
stations and informally talked 
with publishers,” Doenges said, 
“and we believe they will cooper- 


last year when NADA started in- 
vestigating and preparing an ad- 
vertising and promotional package 
to stimulate new car sales. Be- 


‘ves about energy supplies. We are 
“vying nearly 16 percent interest 
“Ss our inventories and the Presi- 

“ent understands the problems 


this eaners, cause the advertising media have 


| was pleased to tell the Presi- 
“ent that our association is 
winching an active campaign to 
timulate new car sales. We are 
“ting that gasoline mileage on 
180 models is 51 percent better 
‘an the miles-per-gallon of medi- 
“wage, or 1974, cars on the road. 
"ve will be pointing out to Ameri- 
consumers that if we replace 
“t one-fourth of 1974 or older 
ws with new models—our nation 
“88 save an amount of gasoline 
wel to the peak of our oil imports 
‘om Iran.” 
Qn a more personal level, the 
ty Now” effort centers on how 
.“4ividual motorists can save 
~W1 or more a year in gasoline 
. ts by trading a 1974 automobile 
“an equivalent 1980 model. 
“at figure is based on $1-a-gallon 
soline and 12,000 miles annual 
. Wing. To back up this thrust, 
ADA cites government figures 
st show the average 1974 car 
“ting 13.9 mpg and the average 
\, “0 model getting 21—an overall 
“tease of 51 percent. 
., The campaign was spawned late 


such a large stake in automotive 
sales, the effort was designed along 
public service lines. 


ate most strongly with this effort. 
NADA has spent about $52,000 
designing this program and we 
fully expect to gain more than $] 


President Jimmy Carter is briefed on the “Buy Now”’ Campaign and other important auto 


industry issues during a White House visit by NADA President William C. Doenges. 
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Billboard materials with this messeee 
are available for purchase by dealer. 
across the country. 


Declare Your Energy 
Independence. 


Buy a 1980 Car. 


million in advertising value.” 

The former NADA president 
said while NADA isn’t deceiving 
itself about solving the greater 
problems that have inhibited 
sales, he does believe the program 
will have a positive impact on car 
and truck sales. 

“Our market tests found that 
only a small number of prospec- 
tive new car and truck buyers were 
aware of the sharp increase in 
mileage,” said Doenges. ‘‘These 
people were surprised and ex- 
pressed disbelief when told that 
1980 models get 51 percent more 
miles-per-gallon than half the cars 
on the road.” 

The actual nuts and bolts of the 
campaign work this way: 

© Four taped public service-type 
announcements have been mailed 
to the nation’s 6,400 radio stations 
asking for their use. It is expected 
that 40 percent (2,500) of the 
stations will use these spot an- 
nouncements. NADA’s 21,000 
members are being urged to call 
station managers in their area and 
encourage usage. 

eA “Buy Now” kit has been 
mailed to each NADA member. 
The kit contains a newspaper ‘‘clip 
sheet” that carries both news fea- 
tures and display ads. Dealers are 
being asked to personally take the 
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clip sheet to their local newse 
pers and encourage usage. | 
¢ A uniform billboard displ 
has been designed for outdoors 
vertising. These displays are ays, 
able for purchase. r 

e Dealers also may purchss 
videotape containing a 4 
minute news feature and two? 
second TV spots. These tapes = 
be presented to local teleyiss 
stations with a request thar & 
be used in public service broader 
slots. 

The radio-newspaper prode 
tion and the theme of the oF 
paign were developed by Ips 
media Communications of We 
ington, D.C. Competitive Bue 
Albuquerque, N.M., Prepared ® 
television segment and Upe, 
Associates, Inc. of Winstoe® 
lem, N.C., designed the billhost 

“In summary,” Doenges sv 
‘NADA is supplying the radio! 
newspaper parts of this Campo 
Local dealers, with a gmail) 
vestment, can expand this go! 
clude television and outdoor) 
vertising. NADA has develope’ 
local media program—wi¢h 5 # 
form theme—that can help relit 
a growing national problem 7 
will benefit dealers, manyia® 
ers, media and, most importa! 
the public.” . 
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®Printed with permission from “Perspective On National issues 


n March 7, 1978, in an ac- 
tion that attracted little 
media attention, Tennessee 
voters approved a constitutional 
amendment limiting the “rate of 
growth” in state spending to the 
“estimated rate of growth of the 
State’s economy.’’ On June 6, 
1978, California citizens surprised 
the experts with their overwhelm- 
ing passage of Proposition 13—a 
tax limitation amendment to the 
California constitution. In the 
November 1978 state elections, 
two out of four Proposition 13- 
type proposals and four out of five 
spending limitations were ap- 
proved. 

Clearly the public is demon- 
Strating increasing concern over 
government growth. In 1979 ex- 
penditures by local, state and na- 
tional governments amounted to 
roughly 40 percent of the dollar 
value of the nation’s total personal 
income. Put another way, public 
officials decided how to spend 40 
cents of each dollar of income 
earned by private citizens. This 
compares with 34 percent in 1960, 
23 percent in 1940 and 12 percent 
in 1929. 

This article will survey mea- 
sures of government growth and 
consider potential effects of the 
expanding size of government on 
American society. It will analyze 
the failure of past efforts to reduce 
the role of government and focus 
on current proposals to regulate 
government growth through 
spending restrictions. 

The fiscal constitution. The 
American Constitution does not 
impose spending limitations on 
the federal government. While the 
record shows that government has 
always grown somewhat faster 
than the economy, throughout 
most of the nation’s history large 
deficits have been unusual. Those 
that occurred were generally re- 
lated to wars, recessions and major 


Americans are becoming more and 
more concerned over the expanding size 
of government and the way this growth 
is affecting their life. 


public works projects such as the 
Panama Canal. 

“Conventional wisdom’’ has 
dictated that budgets should be 
balanced and the role of govern- 
ment limited. Both the public and 
government officials have tra- 
ditionally supported pay-as-you- 
go policies, with deficits offset by 
surpluses. President Woodrow 
Wilson observed that the history 
of liberalism is the history of re- 
straints on government power. 
Such attitudes resulted in an un- 
written ‘fiscal constitution” that 
guided economic policies and re- 
stricted government growth. 

During the 1920s, the public 
debt was actually reduced by $8.1 
billion, from $24.3 billion to $16.2 
billion. Between 1946 and 1960, 
there were seven years of deficits 
totaling $31 billion and seven 
years of surpluses totaling $30 bil- 
lion. 

In the early 1960s, according to 
economic observers, there was an 
abrupt change of policy. The 
Council of Economic Advisers 
(CEA) abandoned the unwritten 
fiscal constitution and adopted a 
new approach to managing the na- 
tion’s economy. 

While acknowledging that the 
federal budget should ultimately 
be balanced, the time frame for 
doing so was extended to encom- 
pass large business cycles. In ef- 
fect, the council maintained there 
should be surpluses in ‘‘good’”’ 
times and deficits in “lean” years. 
Still later, the CEA suggested the 
budget should only be balanced 
during “full employment.”’ 

Despite the CEA’s new ap- 
proach, unemployment remained 
at about the same level—averag- 
ing 4.6 percent from 1946 to 1960 
and 4.9 percent from 1961 to 1974. 
Federal spending and deficits, 
however, expanded dramatically. 

® Between 1960 and 1979 fed- 
eral expenditures, detailed on the 


4 publication of the National Association of Manufacturers 


“Federal Finances” chart on page 
50, increased 4.6 times while the 
gross national product (GNP) grew 
only 3.6 times. In 1960 federal 
spending totaled $92.2 billion, a 
sum equal to 18.5 percent of the 
GNP, compared with more than 
$500 billion in 1979 amounting to 
21.6 percent of the GNP. 

e Spending at all levels of gov- 
ernment increased from $136 bil- 
lion in 1960 to over $700 billion in 
1979. 

© Over the past 30 years federal 
deficits totaled $462.1 billion in 
current dollars; surpluses totaled 
$17.5 billion. Since 1960 the fed- 
eral budget has shown a surplus 
only twice—$0.3 billion in 1960 
and $3.2 billion in 1969. 

e About 40 percent of federal 
debt, close to $300 billion, oc- 
curred in just five years, from 1975 
to 1979. This was true despite the 
fact that, except for 1975, these 
years were generally times of 
economic expansion. 

e The 1979 national debt tops 
$839 billion, a sum equal to $3,822 
for every man, woman and child in 
the U.S. Interest on the debt is 
projected at $57 billion each year, 
$260 per capita. Interest payments 
have become the third largest item 
in the budget. The U.S. govern- 
ment spends more on interest than 
on education, training, employ- 
ment, social services, transporta- 
tion and energy combined. 

In addition to direct budgeted 
expenditures, the federal govern- 
ment controls additional funds 
through the regulatory process. In 
1976 the Office of Management 
and Budget estimated that regu- 
lations cost the American 
economy $130 billion each year, 
8.1 percent of the GNP. One ex- 
pert suggests the yearly cost of 
regulations now stands at $150 bil- 
lion. If state and local spending are 
included, governments at all 
levels account for over half (52 
percent) of the national income. 

Basic economic analysis 
suggests that high levels of gov- 
ernment spending, including the 
costs of complying with regu- 
lations, are likely to cause a short- 
age of funds. Since government 
has what amounts to “first call” 
on the nation’s monetary re- 
sources, the private and quasi- 
private sectors of the economy are 
affected by government growth in 
a variety of ways. 
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Inflation. Federal deficits must 
be financed. One way the govern- 
ment obtains money when spend- 
ing exceeds income is by literally 
creating dollars—increasing the 
money supply or selling govern- 
ment securities. This practice is 
thought by many experts to be the 
major cause of inflation. 

Consider the game of 
Monopoly. If one player could 
leave the room and return with a 
basket of newly printed ‘‘money,” 
that player could bid higher and 
higher and cause the selling price 
of all of the game’s real estate to 
rise. 

In the opinion of Arthur F. 
Burns, former chairman of the 
board of governors of the Federal 
Reserve System: 

“When a government persis- 
tently runs deficits, it keeps 
pumping more money into the 
[economy|. . . That, unhappily, 
is the way a serious inflation is 
typically started and later 
nourished.” 

As the chart on page 48 clearly 
shows, prices in the U.S. remained 
relatively stable for close to 200 
years. It is only recently that infla- 
tion has decreased the dollar’s 
value, during a period marked by 
tremendous increases in govern- 
ment spending and deficits. Yale 
Brozen, professor of business 
economics at the University of 
Chicago’s Graduate School of 
Business, states emphatically, 
“The major action required to stop 
inflation is to decrease govern- 
ment spending.” 

Slower economic growth. Not 


only does inflation affect prices © 
discourages saving by lowering th 
value of money saved. The Us 
savings rate is under that of oe 
industrial nation in the world & 
cept Great Britain. 

This lack of savings decreases 
the money available for new coe 
struction, research and develor 
ment, upgrading of plants a» 
equipment and general bys; 
development. Failure to moder 
ize and expand lowers pro: 
uctivity gains. 

Investment monies are a}co = 
duced because government & 
nances part of its gs : 
through borrowing. Gonaul | 
borrowing ‘‘crowds out’? we 
investors and leaves less pos 
for the producing sectors of so 
ety. 

Large government gs end, 
programs also affect products: 
through inefficiency. According? 
David Smith, Nation’ 
Westminister Bank of — . 
each five-point increase ip gj 
able personal income i 


government tends to lower » 
tional growth by one point Pay 
because governments often 
resources since their actiyjg; 
not subject to the competition 
the free marketplace. 

Decline of the dollar a 
Federal deficits and inflag; 
major factors in the decline of 
dollar in relation to other ey» 
cies. Over 20 percent of the | 
national debt is in forej 
Interest payments on me 
contribute to U.S. mba 
payments. 


sh 


‘ How government grows. Efforts 
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again led to deficit spending. From 


to control government growth are 
not a recent phenomenon. Be- 
tween 1884 and 1912, for example, 
the nation experienced a series of 
deficits due to increased spending 
for the Panama Canal, the Span- 
ish-American War and public 
works projects. Congressional re- 
sponse to these deficits was a 
series of budgetary and manage- 
ment reforms. 

In 1893 Congress set up the 

Commission to examine 
mis = Aa practices. In 1897 
the Cockrell Committee recom- 
mended changes in the accounting 
and apportionment systems. In 
1910 President Taft created a 
Commission on Economy and Ef- 
ficiency. . 

In the face of deficits resulting 
from expenditures during World 
War I, Congress passed the Victory 
Liberty Loan Act of 1919 estab- 
lishing a sinking fund for debt re- 
tirement. As indicated earlier, be- 
tween 1920 and 1930 the national 
debt was actually reduced by $8.1 
billion. The Great Depression 


1931 to 1940 deficits averaged $2 
billion to $4 billion a year. 

Since the depression, members 
of Congress have shown increas- 
ing interest in controlling federal 
finances. Legislation to restrict 
expenditures has been introduced 
in every session of Congress since 
the 84th—1955-56. 

Cost/benefit analysis of specific 
federal spending programs has 
been tried. Cuts mn Bereitic ay: 

ori ograms have been pro- 
ra ey years, Congress 
has put a ceiling on the national 

. debt. But each time the limit is 
reached, Congress raises the ceil- 
ing. 

The Congressional Budget and 
impoundment Control Act of 
1974 established a new budget ap- 
propriations process. This act 
provided for budget committees 
within each chamber. It created 
the Congressional Budget Office 
#8 an information agency for Con- 
gress and developed a budgetary 
timetable. The purpose of these 
actions was to curb federal spend- 
ing. Such initiatives have had lit- 
tle effect on government spending. 
The national debt and the level of 

spending continue to grow 


faster than the economy which 
supports it. 


Because of the almost continu- 
ous growth of government spend- 
ing and deficits, the public 
strongly favors fiscal controls. Ac- 
cording to a recent Gallup poll, 80 
percent of the people think gov- 
ernment should be forced to bal- 
ance its budget. Of those surveyed 
in a Times-CBS poll, 73 percent 
supported controls on government 
spending. Among persons iden- 
tifying themselves as liberals or 
conservatives, 77 percent of the 
liberals and 78 percent of the con- 
servatives favored restricting gov- 
ernment spending, as did 72 per- 
cent of the Republicans and 74 
percent of the Democrats. 

Yet, spending and deficits con- 
tinue to increase. 

It has already been suggested 
that, historically, revenues were 
estimated before spending levels 
were established. Conventional 
wisdom dictated balanced 
budgets. Dr. Alvin Rabushka of 
the Hoover Institute at Stanford, 
explained this concept in tes- 
timony printed in the Congres- 
sional Record, March 8, 1979: 

“Throughout most of our his- 
tory,. . . it was generally be- 
lieved that public expenditures 
should be fit to available public 
revenues, and that revenues 
should not be extended to fit ex- 
penditures. Moreover, public debt 
was regarded as undesirable, a 
thing to be reduced and elimi- 
nated if possible. The guiding 
principle was that government 
should aim to be self-supporting.” 

In reality, there is no constitu- 
tional limit on how much of the 
nation’s income the federal gov- 
ernment can take; or spend. 
Rabushka continues: 

“In the 20th century, spending 
decisions have become in- 
creasingly divorced from con- 
straints of revenue. The govern- 
ment now determines its spend- 
ing priorities, and then instructs 
the Treasury to get, by taxation or 
borrowing, whatever funds are 
necessary to cover the outlays.” 


A number of respected 
economists and political scien- 
tists suggest that this situation re- 
flects a basic flaw in America’s 
political and constitutional sys- 
tem. Says Nobel laureate 


economist Milton Friedman: 

“The fundamental defect is that 
we have no means whereby the 
public at large ever gets to vote on 
the total budget of the govern- 
ment. 

“Our system is one in which 
each particular spending measure 
is treated separately. For any 
single spending measure, there- 
fore, there is always a small group 
that has a very strong interest in 
the measure.” 

While the number of people who 
benefit from special programs is 
frequently limited, the costs of 
programs are spread throughout 
the entire population. As Arthur 
Burns observes: 

“The potential beneficiaries of a 
spending program are often a 
numerical minority, but they 
have a stronger incentive to keep 
informed, to organize, and to 
lobby for their favorite program 
than those who bear the cost have 
to oppose it.”’ 

Spending programs breed their 
own effective political con- 
stituencies. Voters who benefit 
from particular programs have an 
economic incentive to preserve 
and expand spending. On the other 
hand, the saving to individual tax- 
payers from eliminating a single 
program is small—often $2 or $3 a 
year. 

Furthermore, a majority of the 
programs seem worthwhile. As 
Friedman notes, there is an “‘infi- 
nite number of good and desirable 
proposals,’ but the total cost is 
never added up. 

This situation is compounded 
because legislators, in order to be 
reelected, frequently vote on the 
basis of constituency pressures 
rather than on the merits of a bill. 
As Professor Neil H. Jacoby, 
Graduate School of Management 
at UCLA, explains: 

“Our political representatives 
naturally satisfy the strong de- 
mands of small special interest 
groups for spending programs that 
benefit them greatly, because 
their demands are only weakly 
opposed by the majority who ben- 
efit little, if at all, or who pay the 
bills. The payoff to the politician 
of meeting the demands of the 
strong minority outweighs the 
political costs he incurs by flout- 
ing the will of the weak major- 
ity.” 
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This combination of political 
reality and economics helps ex- 
plain why efforts to slow the 
growth of government have lacked 
the political muscle necessary to 
control government spending. 

A Scottish historian foresaw 
this problem nearly 200 years ago. 
In 1801 Alexander Tytler wrote: 

“A democracy cannot exist as a 
permanent form of government. It 
can only exist until the voters dis- 
cover that they can vote them- 
selves largesse from the public 
treasury. From that moment on, 
the majority always votes for the 
candidate promising them the 
most benefits from the public 
treasury with the result that a 
democracy always collapses over 
loose fiscal policy, always fol- 
lowed by a dictatorship.” 

It is interesting to note that in 
1971, the federal government's 
expenditures for transfer pay- 
ments and grants-in-aid to state 
and local governments exceeded, 


for the first time, government 
spending for direct services such 
as defense and park and highway 
maintenance. 

Put another way, in 1971 the 
government’s predominant activ- 
ity became the transfer of money 
and wealth from one group or in- 
stitution to another. In 1977, the 
latest year for which full Com- 
merce Department figures are 
available, 53.3 percent of all U.S. 
citizens depended on government 
at some level for a significant part 
of their income. 

Restoring fiscal responsibility. 
Attempts to regulate federal 
spending by establishing debt ceil- 
ings, abolishing out-dated pro- 
grams, cost/benefit analysis of 
existing programs or through 
other budgetary methods have ob- 
viously not worked. Friedman 
charges such measures have failed 
because they concentrate on the 
wrong problem—on reducing defi- 
cits rather than on controlling 
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spending. Current proposals 
resent efforts to put a lid on sper 
ing. 

Before analyzing Specific re 
ommendations, it is useful = | 
understand what methods » 
available under America’s oo 
stitutional form of govermmen:» 
implement fiscal controls, Thee 
are two basic methods: le islatic: 
or an amendment to the Constr: 
tion. The Constitution, in gue 
can be amended in two ways 
Congress can call a constitution: 
convention to consider ideas & 
incorporating fiscal controls ine 
the Constitution; or, Congiae? 
self can propose an amendment 

As pointed out earlier, effors» 
control spending through legis: 
tion have achieved only Jinn 
success. In the case of debe ce 
ings, for example, Congress be 
simply passed new laws to » 
commodate spending increases 

While approximately 39 
have formally asked Co : 
order a constitutional convent’ 
to consider balanced by pr 
posals, many experts fear 
method. This is because there 
considerable disagreemen: > 
constitutional lawyers 4. * 
whether or not a convention = 
be limited to a single issue jg »» 
it is possible that a conyens 
could, in effect, rewrite the ent’ 
constitution. Robert H. Bork, pr 
fessor of public law at Yaje Ur 
versity Law School, maintains ~ 
constitutional convention 
to be the last resort of a found 
ing nation, not the casual] practi 
of a successful one.” 

Because both legislation go) 
constitutional convention gees: 
have serious drawbacks, many’. 
perts favor an amendmen: >> 
Congress. Such an amendme 
would, of course, require ratific 
tion by the states. 

Recommendations to jie 
growth of the federal governes 
are generally of two kinds @ 
approach focuses on balancing 
nation’s budget. A second ee 
tially pegs federal spending to 
size of the gross national] rode" 
It is important to remember # 
these proposals do not 
eliminate existing Programs or" 
duce government spendj fre 
its present levels. Rather, . 
aimed at preventing further # 
creases in the proportion of the 
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tional income controlled by the 
federal government. 

The balanced budget approach. 
Approximately 50 joint reso- 
lutions to amend the Constitution 
and require a balanced budget 
were introduced during 1979. 
There are four key points to most 
of these resolutions: 

*A requirement that the 
budget be balanced. The most 
straightforward proposals read, 
“The Congress shall assure that 
the total outlays of the govern- 
ment during any fiscal year do not 
exceed the total receipts of the 
government during such fiscal 

* National debt retirement. 
Some, but not all, of the proposals 
include provisions aa a 
specific percent, most olten 9 per- 
cent, ~ ie national debt each 


year. 

* A method of dealing with na- 
tional emergencies. The general 
plan is that a vote of two-thirds or 
three-fourths of both houses 
would be required to escape the 
balanced budget requirement. © 

* Length of time for ratification 
by states. Proposals vary from 
three to seven years. 

Those who pupport peices 
budget proposals do so in an elfor 
to eae inflation and reduce 
government growth. The concept 
of a balanced budget is easily 
understandable and has consider- 
able popular appeal. Critics of this 
idea fear that simply balancing the 

does not get to the heart of 
the problem in that it does not put 
2 ceiling on spending. While it re- 
quires that spending be offset by 
income, it does not prevent the 
federal government from raising 
taxes and taking an increasing 
share of the nation’s wealth. 

Balanced budgets are mandated 
in 36 state constitutions. Yet, state 

ing has grown at a rapid rate. 

The spending limitation ap- 
proach. Many economists and 
political scientists suggest that a 
more effective way to curb gov- 
emment growth is by a limitation 
on spending. This approach, of 
which the Heinz-Stone amend- 
ment is an example, generally in- 
cludes four provisions: 

* Alimit on government se 
es in governmen 
oa ore tied creases in 

gross national product. The 


—  ° 


federal government would not be 
allowed to enlarge its share of the 
GNP. 

© Debt retirement. Any budget 
surpluses must be used to reduce 
the public debt. 

® Provision for national 
emergencies. A special provision 
allows the President to declare an 
emergency and request a specific 
amount of additional funds for 
that year. Both houses of Congress 
must approve the request by a 
two-thirds vote. A request for 
permanent increases is allowed, 
but requires the approval of three- 
fourths of both houses. 

© Protection for state and local 
governments. State and local gov- 
ernments are guaranteed their cur- 
rent share of federal funds for a 
specific number of years. The fed- 
eral government is prohibited 
from imposing any costs on state 
and local governments without 
providing compensation. 

Legislative initiatives. As al- 
ready discussed, there is consider- 
able doubt about the long-term ef- 
fectiveness of legislation to con- 
trol government spending. Be- 
cause of the time required by the 
amendment process, however, a 
number of legislative proposals 
have been offered that can take ef- 
fect immediately. Typical of these 
is an amendment to the Congres- 
sional Budget Act of 1974 offered 
by Rep. Jim Jones (D-Okla.). The 
Jones amendment would hold fed- 
eral spending to 21 percent of the 
estimated gross national product 
during fiscal year 1980, and 20 per- 
cent in succeeding years. This 
would reduce government’s share 
of the GNP from its current level 
of 21.6 percent toa more historical 
20 percent level. 

Points to consider. The concept 
of limiting government growth 
through specific amendments or 
legislation has encouraged discus- 
sion of several key issues. 

Are limitations necessary? 
Those who question the need to 
restrict government growth main- 
tain that spending, as a percentage 
of the gross national product, is 
not excessive. Advocates of con- 
trols point out that since the early 
1960s government’s share of the 
GNP has expanded from 19 per- 
cent to 22 percent. This translates 
into an increase of 15 percent in 
the growth of the federal govern- 


ment over and above the growth of 
the economy. In terms of real dol- 
lars, federal spending during this 
period has almost doubled. 

Will spending limitations re- 
duce the flexibility of government 
to react in emergencies! A major- 
ity of proposals to require balanced 
budgets and impose spending lim- 
itations include provisions for 
emergencies—such as recessions 
or armed conflicts. 

Jacoby addressed this concern in 
a statement before the California 
State Assembly Ways and Means 
Committee in February 1979. Said 
Jacoby: 

“The social costs of a modest 
reduction in fiscal flexibility will 
be far more than offset by the so- 
cial benefits of a more efficient 
and more responsibly managed 
federal government. A heavy 
blow will be struck against infla- 
tion. World confidence in the 
dollar will revive. The U.S. bal- 
ance of trade and payments 
would begin to improve.”’ 

How will spending limitations 
affect the poor: Many fear that if 
Congress is forced to choose 
among competing demands for 
funds, the poor, especially those 
on welfare, will suffer. This charge 
assumes that American society 
places a low priority on social as- 
sistance. A survey of expenditures 
in these areas suggests this is not 
the case. 

Federal spending for social pro- 
grams such as food stamps, child 
nutrition, social security and un- 
employment insurance increased 
from 21.9 percent of total outlays 
in 1970 to 33.7 percent for fiscal 
1980. During the same period, out- 
lays for health care increased from 
6.6 percent to 10 percent. Defense 
spending, on the other hand, 
dropped from 40 percent in 1970 to 
23.7 percent of the federal budget 
in fiscal 1980. It seems evident 
that social programs, including 
welfare, are not low-priority items 
for American society. 

Clearly a national debate on fis- 
cal responsibility is underway. 
Will the majority ultimately favor 
an expanded role for government 
in society? Or will the nation reaf- 
firm its historical belief in the pri- 
vate sector? The resolution of this 
debate is likely to influence the or- 
ientation of public policy deci- 
sions for many years. & 
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he American Truck Dealers 
Division will hold its 17th 
annual convention and 
exposition—TRX-80—at the 
Shamrock Hilton in Houston, 
Texas, April 12-15. Franchised 
truck dealers from across the U.S. 
will be attending as well as con- 
tingents from Canada and Mexico. 
With this year’s theme, ‘‘Shoot- 
ing for the Stars,” TRX-80’s East 
Texas location, indeed, will be a 
fitting site for the event. Houston 
has been the hub of astro-activity 
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HEADING FOR 


HOUSTON 


and 


TRX-80 


since America’s entry into the 
manned space flight program. 
Even now, work there is proges- 
sing rapidly on our next great ad- 
venture outside the confines of 
earth: the space shuttle. 

TRX convention-goers will find 
clear testimony to Houston’s ties 
to space during leisure-time hours 
following general sessions, work- 
shop seminars, make meetings 
and social activities. One such at- 
traction is the Lyndon B. Johnson 
Manned Spacecraft Center which 
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offers the public free daily tops 
Here visitors will be treated to ds 
plays of history-making spac 
craft, moon rocks, space food an 
other items associated wit 
America’s manned exploration 
space. Facilities used to tess o» 
train astronauts are also a¢ MS 
and may be visited during tours 
Even Houston’s best know 
playgrounds and shopping cenee= 
bear the space imprint as »& 
denced by Astrodomain— joe 
ground for the Astrodome spor 
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srena and Astroworld amusement 
cark—and the futuristic Galleria 
shopping mall. 

The Galleria is a unique shop- 
cing plaza that is becoming known 
worldwide. This three-level mall 
s capped by a vaulted skylight 
that forms an atrium 12 stories 
high between twin office towers. 
“lass elevators rise in the center, 
reating access to a spectacular 
Sew. Within the mall are numer- 

ss restaurants, movie theaters, 
soutiques, art galleries, depart- 
sent stores, a hotel and assorted 
ntertainment establishments. A 
shopping shuttle will run from the 
Shamrock Hilton to the Galleria 
=all on Saturday (April 12) and 
Tuesday (April 15) between the 


sours of 9 a.m. and 2 p.m. 


But not all of Houston’s attrac- 
tions are aimed at space and the fu- 
ture. Key points such as Sam 
Houston Park and San Jacinto 
Battleground are tributes to the 
area’s rich heritage. 

Sam Houston Park is the loca- 
tion of many restored historic 
buildings. Tours of the park visit 
landmarks such as the Kellum- 
Noble House and a number of 
homes on the National Register. 
The San Jacinto Battleground is 
the site of a museum of Texas his- 
tory and San Jacinto Monument, 
the world’s largest monumental 
column, a 578-foot structure 
featuring an observation deck. 

Other attractions that may 
interest TRX attendees include: 
Aline McAshan botanical hall 
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gardens and arboretum; Allen’s 
Landing Park, the site upon which 
Houston was founded more than 
140 years ago; the Anheuser- 
Busch brewery which offers free 
tours—and samples of its 
wares—each day; the battleship 
Texas, permanently moored at the 
San Jacinto Battleground; Burke 
Baker Planetarium featuring one 
of the largest astronomical projec- 
tors of its kind in the nation, show- 
ing the wonders of the universe 
and spectacular celestial shows; 
the Museum of Fine Arts; 
Museum of Natural Science; the 
Houston Zoo in Hermann Park; 
the Weatherby Arms Museum 
showcasing weapons and armor 
dating from the Middle Ages to the 
present; and the Classic Car 
Showcase and Wax Museum 
where great automotive models 
(Duesenbergs, Isotta Fraschinis, 
Bentleys, etc.) are housed under 
the same roof as lifelike wax fig- 
ures of movie greats. 

In addition to these attractions, 
conventioneers will find Houston 
offers a varied and expansive list of 
night-time activity. The area is 
alive with renowned restaurants 
and supper clubs, theaters and en- 
tertainment centers. All will be at 
the fingertips of those attending 
TRX-80 in April. 


Tours of the Lyndon B. Johnson Manned 
Spacecraft Center feature displays of 
“moon vehicles”’ used by astronauts (left) 
and the mission control center. 
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COMPUTE F&l 
IN ONE MINUTE—WITH ONE FINGER! 


The MONROE Prom Cartridge Calculator is simpler, faster, 
has more features, power and value than any F&I system of its kind. 


Monroe office or send the coupon 
You'll see how it can improve you, 


Now, you can effectively sell financing 
and insurance everytime you sell a 
car. This means every closing can 
lead to more profit. 

Monroe’s PROM Cartridge Calculator 
eliminates searching throughrate books, 
tedious figure work and the chance of 
error. All the complexities of an auto 
finance deal can be handled quickly 
and easily at the touch of a finger. 

The PROM Cartridge Calculator 
“talks” the operator through every facet 
of the F&I transaction. The large, easy- 
to-read alpha-numeric display tells him 
exactly what to enter and what comes 
next. Everything comes out fast, clear 
and accurate. 

And it’s all done right in front of 
the customer, building his confidence. 
Should the customer suddenly shift 
gears, a quick touch of the keys spells 
out the alternatives. 


This Monroe F&I system provides 
tremendous flexibility in choosing pay- 
ment plans, insurance options, state 
interest rate CAPS, odd day interest, 
and a whole lot more. There’s even a 
special “Lever Principal” that can con- 
vert a cash payment prospect into a 
finance customer. 

When it’s not helping you sell auto 
finance deals the PROM Cartridge 
Calculator doubles as a general pur- 
pose print/display calculator. And it’s 
got all the built-in Value people have 
come to expect from Monroe since we 
invented the first modern calculating 
machine 68 years ago. 

Plus, we give you two things no one 
else can offer. A Monroe Warranty, 
and Monroe Service. Both are con- 
sidered the best in the business. 

For a test drive of the PROM 
Cartridge Calculator, call your local 


F&I performance. 


call me. 
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MONROE, The Calculator Company 
C) Please send me more information » 
new Monroe PROM Cartridge Caleula 
Automotive F&I use. 
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ITTON 


THE CALCULATOR COMPANY 


| The American Road, Morris Plains, Nj 
NDI 
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| C2 Please have a local Monroe representag 
aA0VEe 


07950 
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mt Pe SNUGTOP Tonneau Cover is 


Wa fiberglass cover for pickup 
trucks. Attractive, strong and wa- 
tertight, it can be installed in less 

30 minutes and removed by 
teleasing two cotter pins. The 


More Showcase 
on Page 56 


GRAPHITE MOTOR 
OIL CONCENTRATE 


o BETTER E 


KREX Graphite Super Lubricant is 
2 low-cost concentrate, added to 

crankcase oil with every oil 
change. Its high film strength re- 
sults in longer engine life, fewer 
break-downs, smoother operation, 
less friction, and therefore, better 
gas mileage—adding up to bigger 
dealer benefits and profits. Man- 
ufacturer: KREX, Inc., 89 Lin- 
colnwood, P.O. Box 836, Highland 
Park, Ill. 60035. 


Information and photographs of products listed in Showcase have been provided via manufacturer's 
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Pee i ae 
cover is secured with deadbolts 
and activated by a keyed T-handle 
lock. Gas shock-type lift arms as- 
sure smooth, trouble-free, con- 
trolled opening and closing. Man- 
ufacturer: Custom Hardtops, P.O. 
Box 121, Long Beach, Calif. 90801. 


A complete line of low-cost 
canopies is designed to protect 
spray paint booths from the ele- 
ments. Made of galvanized, 
heavy-gauge steel, they are avail- 
able in a wide range of sizes. The 
canopies also are excellent for 
work areas, vehicle parking, and 
outdoor storage areas. Manufac- 
turer: Econo Booth Industries, Inc. 
16520 Gale Ave., City of Industry, 
Calif. 91744. 


A Cadillac Eldorado convertible 
with the elegant straight roof line 
of the coupe is completely rein- 
forced and electro-hydraulically 
operated. The top is made of dura- 
ble, but luxurious canvas and is 
color-coordinated with the inte- 
rior. It is secured by strong and eas- 


The Universal Suspension Align- 
ment Kit repairs and gauges newer 
strut-type front suspensions. It in- 
cludes a multi-adaptable strut 
pulling plate, which features a va- 
riety of bolting and holding slot 
patterns. With extension legs, it 
can fit most U.S. and foreign 
strut-type automobile suspen- 
sions. There is also a camber/ 
caster gauge for front-end align- 
ment checks during repairs. Man- 
ufacturer: Chief Automotive Sys- 
tems, Box 1368, Grand Island, 
Neb. 68801. 


CHIEF 5 
E-2 LINER 


UNIVERSAL SUSPENSION 
ALIGNMENT KIT 


ily operated chrome-plated locks 
and provides one inch more head- 
room than the standard Eldorado. 
A defogger system is also incorpo- 
rated into a glass rear window. 
Manufacturer: Hess & Eisenhardt 
Co., Blue Ash Rd., Cincinnati, 
Ohio 45242. 


press releases. A product’s appearance in this 


aS column in no way implies endorsement by either NADA, the National Automobile Dealers Service Corp., or automotive executive Magazine. 
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The Hi Density Storage Mod 
saves space and increases im, 
tory control by mixing shelves 
small parts drawers in a sip 
unit. Shelves adjust easily by sh 
ing them in and out. Since up 
are totally compatible, additig 
modules can be added as wel], 
second or third level. Manué 
turer: SPS Technologies, B 
lowell Div., Township Line | 
Richmond Rds., Hatfiel@ © 
19440. “ 


The “Electrek’’® is an electric car now available for sale by conven- 
which is ideal for metropolitan _ tional dealers. Operating costs are 
travel. It goes from Oto 30 mphin about 1¢ per mile and to recharge, 
nine seconds, has atop speed of 75 itis plugged into any 110 volt out- 
mph, and a cruising range of 100 _ let. Manufacturer: Unique Mobil- 
miles. Available in a stylish 2+2 ity, 3730 S. Jason, Englewood, 
sedan ora two-seat hatchback, itis Colo. 80110. 


“Superwashers” floor merchan- 
dising displays help increase im- 
pulse sales dramatically. Each dis- 
play includes a stand and a color- 
ful, easy-to-read sign. Cartons 
containing merchandise fit right 
into the displays for easy set-up. 
Manufacturer: Ohio Wiping Cloth 
Mfg. Co., Atlas Textiles Div., 1719 
E. 39th St., Cleveland, Ohio 
44114. 


pe eal _ 

The “Venus” model WD 
tomatic car and van washer 
unit features a contour sens 
brush for bumper-to-byp 
washing and swing action « 
brushes, providing superb wack 
on wheel and rocker panel] as 
Low noise level, high efficjes 
blow dryers complete the details 
operation. Manufacturer: 
AM, Inc., 43406 I-94 Service Re 
Belleville, Mich. 48111. 


Model TL-15 is-a manually- 
operated triway antenna (AM/ 
FM/CB) designed to fit GM and 
narrow-fender cars. The custom 
topmount antenna has a 72-inch 
cable and a single 42-inch mast, 
and its top-loaded whip is easily 
removed to guard against theft. 
Manufacturer: Harada Industry of 
America, Inc., Dept. P, 1900 W. 
Artesia Blvd., Compton, Calif. 
90220. 
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an a computer replace your 
sales manager? 


Of course not. 


- 


“ 
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wa Reynolds+ Reynolds VIM system can help your customer to say “thanks” or to ask for referrals. The VMS 
Nes manager do a better job. program helps your sales personnel make more effective 
N We call it VMS. It stands for Vehicle Merchandising personal contacts, increasing sales opportunities. 
»“Yslem and it’s the part of The Reynolds + Reynolds VIM It also produces management reports on customer 
, Series 200 in-house computer system that’s designed profiles, targeting good prospects by location and 
Y help your sales department sell more new cars. occupation. It tells you of advertising effectiveness and 
does this by keeping track of your best prospects— can even produce custom-written prospect or customer 
Yur own prior customers. VMS tells you of next “trade letters on your printer on request. 
‘lés.” It tells the salesman when he should call the Write or call your local R+R representative, today! 


[Reynolds Reynolds Corporate Offices, Dayton, Ohio 45401 


the systems people and Brampton, Ontario, Canada L6T 3X1 


The space 
age of batteries 
is here. And Delco 
Remy launched it. 

It was Delco 
Remy technological 
wizardry that developed the first truly 
maintenance-free battery. A battery that 
actually has a sealed top. A battery that 
never needs water added because it 
has a lifetime supply of electrolyte. The 
Freedom ras 

And it was Delco Remy that came 
out first with a heavy-duty maintenance-free 
battery for trucks and buses. And the 
first maintenance-free cycling battery. 

Today, Delco Remy has a line o 
Freedom batteries for most subcompact 
cars, the mighty diesels...and every- 
thing in between. If it rolls, chances are 
Delco Remy has the Freedom to power it. 


The Deico Freedom 

The maintenance-free battery that 
started it all. Comes with either side 
terminals or top posts to fit nearly every 
kind of car or light truck. 
The Deikco 

Packed with big reserve cranking 


Delco Remy. 
The leader under the ho¢ 


Freedom of 


trucks and a | 
Tough, remnlom” 
case and centel, if! 
straps help to a 
vibration damas* 


Sake Perfect for northern t 
us fleets. Designed to resist 
shock, overcharge and gruelin 
runaway. 


The Delco High-Cycie series... 
1071,1150 and 1059. aot 
Standby voltage for long P& xe 
g JIBS 


idling and special power drait 
conditioning. Ideal for pickuP ©. éf 
delivery vans, rec vehicles, bust Ae 


hen you order batterles: ie 
the truly maintenance-free bat dee 
that'll give your vehicles a “hea 
The Freedom batteries from Del 


Delco Remy, 
Division of General R 
Motors Corpora- X 
tion, Anderson, R ; 
Indiana 46011. Neico 


